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GLOBE] 


PIPELESS FURNACES 


Dealers are selling them easily 
Because of fourteen big reasons 


These reasons make our agency the most 
valuable connection you can secure 



































HESE reasons or POINTS OF SUPERIORITY which make the 
GLOBE PIPELESS the leader of the field, will interest you. They 
cover in detail all the parts of the furnace and illustrate to you and 
your customers the QUALITY, DURABILITY and HEATING EFFI- 
CIENCY of GLOBE PIPELESS FURNACES. 
(WRITE FOR ILLUSTRATED DESCRIPTIVE CIRCULAR TODAY) 








No matter from what ang!te you look at the GLOBE PIPELESS proposi- 
tion you will see PROFIT for yourself and SATISFACTION for your 
customers. 

While the quality and reputation of GLOBE PIPELESS FURNACES stand 
far above others in the field, yet they sell for a price which appeals to the 
average buyer, the buyer who knows that cost is not only the initial price. 
GLOBE PIPELESS FURNACES are heavily advertised to the public 
throughout the country and our dealers receive the full benefit of this 
sales producing publicity. 


Write today for full details concerning our agency plan. Let us show you 
how the GLOBE AGENCY will bring real business to your store. 


Write for illustrated circulars and catalogs today 


THE GLOBE STOVE & RANGE Co. 


‘‘Master Furnace Builders’’ 
Dept. K-0 


KOKOMO, INDIANA 


Also Makers of Globe Fuel-Saving Stoves and Ranges 




















wbhlished Weekly. Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 58 and 59 
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This Represents 
Trade Mark & Quality 


Unbreakable Steel Registers 


FFECTIVE design and efficient service are 
required by buyers of registers. They want 
more than just registers—they want GOOD regis- 
ters. We have built many features in the H &C 
line and they are the best features in register con- 
struction. H & C Steel Registers actually exceed 
your customer’s expectations in the service they 
render. These features passed the experimental 
stage years ago: Refinement in Design—Strength— 
Exceptional Air Capacity — Durability of Finish 


Class No. 100 and Simplicity in Construction. 


Quick and Easy to install 


H & C Steel Registers are equipped with a Quick De- 
tachable Face, therefore insuring quick and easy in- 
stallation. By using our special gauge for setting 
you can complete the installation when putting in the 
rough work, then just slip the register in place after 
completion of the room. This leaves the finish of the 


register unimpaired. Class No. 130 


Complete Satisfaction for Your Customers 


1 gad of the special features of the H & C line are protected by U. S. 
Patents. This means that there are many important features in H & C 
Steel Registers that are not found in other makes. Features that mean Com- 
fort, Convenience and Cleanliness are important to your customers. They 
are just as important and NECESSARY to YOU. They are necessary in or- 
der that you may assure your customers of complete satisfaction. 
We want you to know all about H & C QUALITY REGISTERS. Our line is 
LARGE and COMPLETE. The numerous details concerning Construction, 


Designs, Air Capacity, Finishes and Sizes are all interestingly explained i in our 
big new catalog. 

















This new 63-page catalog is graphically illustrated. 
It contains much valuable information that will 
prove profitable reading for you. 


WRITE TODAY FOR THIS CATALOG. 


The Hart & Cooley Co. 


NEW BRITAIN, CONN. 
100 Lafayette Street, New York City 73 East Lake Street, Chicago, Illinois 
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Gasolene is twice as dear as it was ten 
years ago. The market is being flooded with 
all sorts of devices claiming to 


Gasolene cut down the amount of gaso- 
And Auto lene needed to run a motor car 
Supplies. 4 given number of miles. Many 


of the devices are worthless. 
Some of them are harmful to the engine. 
Most of them are presented to the public with 
exaggerated claims of performance. 

The hardware dealer who handles automo- 
tive accessories has to be constantly on his 
guard against the allurement of such devices. 
It is easy to lose good customers by selling 
them unsatisfactory things. It is, therefore, 
to the advantage of the dealer to go slowly 
in the matter of gasolene-saving inventions. 

He can, however, do a service to his cus- 
tomers in respect to gasolene saving by ac- 
quainting them with results of automobile 
exhaust tests made at the Pittsburgh Station 
of the United States Bureau of Mines. He 
can show them how to save gasolene by mak- 
ing proper adjustment of carburetors. 

The tests of the United States Bureau of 
Mines disclosed that many owners are run- 
ning their machines with improper adjust- 
ments of the carburetors. Most of them are 
using very rich mixtures. 

The average of twenty-four cars tested 
showed that twenty to thirty per cent of the 
heat of the gasolene went out in the form of 
unburned gases in the exhaust. In other 
words, if the mixture had been leaner, the 
owner would have gotten twenty-five per 
cent more mileage from a gallon of gasolene. 

Twenty-five per cent saving of gasolene is 
a considerable economy in these days of high 
costs. That it can be brought about without 
buying extra equipment is a pleasing fact. 
The hardware man who deals with automo- 
tive accessories can, therefore, build up good 
will for his store by putting these facts be- 


fore his customers in his talks with them in 


the store as well as in his advertisements. 
© © @¢ @ @ 


To make money one has to spend money. 
Capital grows by being used. These are sen- 
tences which could be used in 


Spend in a business kindergarden. Yet, 
Order to there are hundreds of men who 
Get More. have spent long years in run- 


ning retail stores who seem 
never to have learned the lessons, because 
they are afraid to invest enough money in 
advertising. When the great merchant, John 
Wanamaker, started in business, he took in 
$24.65 the first day he opened his store. He 
kept sixty-five cents to make change the next 
day and spent the $24.00 for advertising. 
John Wanamaker did not begin with more 
brains than the general run of men. But he 
had sense enough to use his brains to build up 
one of the biggest businesses in the world. 
He knew that you have to spend money in 
order to get money. He invested in adver- 
tising because he knew from the experience 
of others that advertising is the best way to 
increase sales. This is all very simple. In 
fact, it is so simple that scores of dealers fail 
to realize its importance. They spend only a 
very small amount on their advertising and 
they get only small returns. To get big re- 


turns they must do big advertising. , 
© ¢ © @ @ 


Hardware dealers can learn a lot from 


druggists. When it comes to carrying side 
lines which have nothing to do 

Side Line with drugs, the druggist does 
Helps Pay not lose any sleep worrying 
Expenses. about whether it is proper for 


him to do so or not. He puts 
in stationery, cutlery, shaving supplies, fish- 
ing tackle, tennis rackets, and scores of other 
things which are never prescribed for diph- 
theria, chilblains, chicken pox or mumps. 
Many hardware dealers, on the other hand, 
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hesitate to add side lines to their business be- 
cause they imagine such side lines have no 
place in a hardware store. They have the 
wrong idea. The first thought in business is 
service. Side lines increase the service. 
There are numerous cases in which a hard- 
ware merchant can make enough to pay his 
operating expenses by carrying toys, chil- 
dren’s wagons, sleds, linoleums, window 
shades, wall paper, and other things not gen- 
erally classified as hardware. 

eo © & GS & 

Get your pencil and a pad of paper. Doa 
little figuring on discounts. You will dis- 

cover that it will pay you to 

Profit By borrow money as high as a rate 

Discount. of eight per cent and use it to 

pay your bills promptly and 
take advantage of the profits to be derived 
from discounts. Here’s an example: Ona 
bill of goods amounting to five hundred dol- 
lars at two per cent discount ten days the 
saving is ten dollars. If you wait until the 
expiration of thirty days you lose the ten 
dollars. 

In other words, you pay ten dollars for the 
use of five hundred dollars for twenty days at 
a rate of thirty-six per cent a year. You can 
borrow money at the rate of say eight per 
cent a year. In other words, you could bor- 
row five hundred dollars for twenty days for 
two dollars and twenty-two cents. That isa 
net saving of seven dollars and seventy-eight 
cents by taking the discount. 

If your store buys twenty thousand dollars 
worth of merchandise during the year, or 
forty times the five hundred dollars, your 
savings would be over three hundred dollars 
a year by taking the ten days’ discount of 
two per cent on each monthly average bill of 
five hundred dollars. It would be equivalent 
to more than six per cent interest on an in- 
vestment of five thousand dollars. 

ee ¢ ¢ & 

Rightly there is more power of persuasion 
in words spoken by a man who has put him- 

self into every syllable of them 

The Creed than in a similar expression of 

of Lincoln. ideas, which lacks the backing 

of example. .-That is why the 
Americanism of Abraham Lincoln is so vital 
in utterance. 

The business world today, no less than the 
labor world, needs the beacon light of Lin- 
coln’s creed. The hardware dealer and sheet 
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metal contractor could reproduce it to im- 


mense advantage on the back of advertising” 


folders and circulars which they mail to their 
list of prospective customers. Here is Lin- 
coln’s creed: 

“Let every American, every lover of lib- 
erty, every well wisher to his posterity swear 
by the blood of the Revolution never to vio- 
late in the least particular the laws of the 
country, and never to tolerate their violation 
by others. 

“As the patriots of ‘Seventy-Six’ did to the 
support of the Declaration of Independence, 
so to the support of the constitution and the 
laws let every American pledge his life, his 
property and his sacred honor. 

“Let every man remember that to violate 
the law is to trample on the blood of his fa- 
ther, and to tear the charter of his own and 
his children’s liberty. 

‘Let reverence for the laws be breathed by 
every American mother to the lisping babe 
in her lap. 

“Let it be taught in schools, in seminaries 
and in colleges. 

“Let it be written in primers, spelling 
books and in almanacs. 

“Let it be preached from the pulpit, pro- 
claimed in legislative halls, and enforced in 
courts of justice. And, in short, let it become 
the political slogan of the nation.” 


As a rule, manufacturers who send you 
illustrated posters of their wares are not 
merely trying to help master 
printers pay the wages of their 
employes. They send them to you 
for use and not for ornament. It is to your 
interest as much as theirs to place the post- 
ers in your store to the best advantage. 

Experience proves that the best way to 
convey ideas is by means of pictures. One 
of the most successful organizations in the 
world, the National Cash Register Company, 
gives first preference to pictures for training 
mechanics and salesmen. It declares that a 
picture has no nationality. It speaks a uni- 
versal language. 

The meaning of pictures can be understocd 
by those who can not read printed words. 
People understand and believe what they see. 
Pictures tell a big story quickly. Use plenty 
of pictures of your goods throughout vour 
store. Then listen to the quickened jingle of 
your cash register. 


Sell by 


Pictures. 
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Random Notes and Sketches 


By Sidney Arnold 





A six-foot folding zig zag rule was required by 
my friend George Carr, of the Carr Supply Company, 
Chicago, Illinois, to measure the fish he caught on his 
recent three weeks’ fishing trip. 

ok 2k ok 

I suppose that every salesman knows the joke, but 
it certainly was new to me when my friend, Frank T. 
Daly, Jackson, Michigan, President, Michigan Sheet 
Metal Contractors’ Association, told it to me. Here 
it is: 

A traveling salesman in the employ of a large bi- 
cycle manufacturer was obliged to go on a business 
trip about the time an interesting domestic event was 
expected. The salesman desired his sister to wire 
him results, according to a formula something like 
this: 

If a boy—‘‘Man’s safety arrived”; if. a girl— 
“Lady's safety arrived.” 

To the astonishment and chagrin of the father- 
elect, he had been gone but a few days, when he re- 
ceived a telegram containing one word: 

“Tandem.” 

x * * 

During the outing of the Michigan Sheet Metal 
Contractors’ Association, in Battle Creek, last week, 
there was a sign in a cigar store near the railroad 
station which read: “We give $15 for 1909 Lincoln 
pennies.” 

My friend N. L. Pierson, Jr., of the Detroit office 
of the American Rolling Mill Company, and active 
in the Salesmen’s Auxiliary to the Michigan Sheet 
Metal Contractors’ Association, happened in to re- 
plenish his supply of cigars for the day. 

While he was waiting, a man walked up to the 
counter, put down a‘ penny and triumphantly asked 
for $15. The clerk took the penny, examined it 
closely, asked if it were genuine, and after several 
moments sighed and said he guessed it was good. 

“Certainly it is,” said the man. “Where is my 
$15?” 

“Where,” said the clerk, “are the other nineteen 
hundred and eight pennies?” 

There are some women who fully deserve every- 
thing in the line of suffrage and freedom which the 
nation has power to grant, affirms my friend John 
Weigel, retiring President Ohio Master Sheet Metal 
Contractors’ Association, Cincinnati, Ohio. For ex- 
ample, the lady in this story: 

“I tell you, you can’t beat my wife for presence 
of mind,” said the man at the club, proudly. “Listen 
to this. One day last week an old gossip of our 
neighborhood called, and I left her and wify alone 
in the parlor. 

“An hour later, having the impression that our 
caller had departed, I bounced into the room with 
‘So the old cat has gone, eh?’ 

“Well, as I lifted my eyes, there was the woman 
herself in front of me. .But my wife—bless her— 
was there with the goods. 


’ The songs have all been sung. 
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“*Yes, dear,’ she said, calmly, ‘I sent it to the cats’ 

home in a basket the first thing this morning.’ ” 
ok 2K aK 

Unless you are on your way to the dentist’s with 
an ulcerated tooth, you are sure to smile with me 
at this joke narrated by my friend Bert J. Hawkins, 
President Chicago Retail Hardware Association: 

The long-winded member of the debate club had 
held forth many minutes past his allotted time, and 
still showed no signs of exhaustion. Feeling thirsty, 
he reached out for the water carafe, but found it 
empty. Motioning to the usher to have it filled, he 
would have proceeded with his speech but for an 
interruption. 

A member in the back seat rose and waved his 
arms excitedly. 

“I protest, Mr. Chairman,” he said. “I protest.” 

“Protest against what?” asked the chairman. 

“Running a windmill with water,” was the reply. 

ok * * 


It takes some time to get adjusted to new condi- 
tions,” says my friend “Si” Koehler, of Frank F. 
Porter and Company, Chicago, Illinois. 

Especially since July the Thirst, it has been some- 
what difficult to avoid improper inferences from 
comparatively innocent statements. 

He illustrated this with a story of a minister who 
opened his Sunday School class with the well-known 
hymn, “Little Drops of Water, Little Grains of 
Sand.” 

In the middle of the first verse the preacher stopped 
the singing and complained of the half-hearted man- 
ner in which it was rendered. He made a fresh 
start. 

“Now, then,” he shouted, “ ‘Little drops of water,’ 
and for goodness sake put some spirit into it!” 


The earth isn’t overcrowded yet. There are mil- 
lions of acres of fertile land lying fallow. The sum 
of any particular day’s opportunities is never ex- 
hausted. There are always more chances than there 
are people to profit by them. Therefore, if you know 
anyone who is whining about not having had a chance 
in life get him to read the following verses: 

A Chance for Everyone. 


‘I haven't any chance,” he said; “the world has closed the 


door | ; 
Of opportunity that opened unto men of yore. 
The mighty tasks are carried 
through, ; 
The world no longer young, leaves nothing more for youth 
to do!” 


And he watched the steamship hasten on its journey tar 
away 

To lands that opened their treasurers to us only yesterday. 

He saw the locomotive as it labored hard for speed, 

Its efforts insufficient for a waiting public’s need. 

He heard the voices calling from the wilderness so deep; 

“Come ye, with hearts of courage; come and waken from 


their sleep. 


The harvests that for centuries have waited ‘neath our soil, 
Impatient for the cheery call of common sense and toil. 

The air is all a-whisper with the messages that fly 

To tell of years more wondrous than the wondrous years 


gone by. 


And still he cries: “I have no chance!” 
And still the world sweeps on, 

Nor heeds the plaint that it has heard 
Since ages past and gone. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 


HAS HELPFUL IDEAS ON 
CAPITAL AND LABOR 


“The principle on which all concerned should deal 
with the labor question appears to me plain. It is 
the principle of the Golden Rule,” declares Otto H. 
Kahn, international banker, of New York City, in 
his new book “Our Economic and Other Problems” 
(Doran). With the keen analysis of the trained 
financier and the skilled economist, he pitilessly ex- 
poses the great existing evils of our economic system. 
But he does more than this—he suggests their remedy 
in a constructive and clearly defined program. 

Mr. Kahn speaks in no equivocal terms of the re- 
lation between capital and labor. “I think,” he says 
frankly, “the formula should be that, first, labor: is 
entitled to a living wage; after that capital is entitled 
to a living wage; what is left over belongs to both 
capital and labor, in such proportions as fairness and 
equity and reason shall determine in all cases.” 

An interesting angle on the intimate connection be- 
tween capital and labor is the statement that “there 
are so many different kinds of labor; there are so 
many different kinds of capital. Not infrequently 
the laborer and capitalist overlap and merge into one. 
You have skilled labor and unskilled labor; you have 
the small employer, the large individual employer, the 
corporate employer, the farmer, the inventor, the 
prospector, etc. And then circumstances and condi- 
tions vary greatly, of course, in different parts of the 
country and in different industries.” 

“It is impossible to measure by the same yard-stick 
everywhere, but the principle of fairness can be 
stated ; the desire can be stated to do everything pos- 
sible to bring about good feeling and good under- 
standing between labor and capital, and willingly and 
freely to co-operate so that labor shall receive its fair 
share in the fruits of industry, not only by way of 
a wage return, but of an adequate return also in those 
less tangible things which make for contentment and 
happiness.” 

Mr. Kahn then outlines what he believes are the 
essential points on capital and labor to be followed 
by right thinking men. 

“The workman is neither a machine nor a com- 
modity. He is a collaborator with capital. He must 
be given an effective voice in determining jointly with 
the employer the conditions under which he works 
Individual capacity, industry and ambition must re- 
ceive encouragement and recognition. Nor must the 
employer look for ‘gratitude.’ No man is entitled to 
ask gratitude for doing that which is right. The 
closest possible contact must be maintained between 
employer and employe. Arrangements for the ad- 
justment of grievances must be provided.” Mr. 
Kahn’s book abounds in wise: suggestions. 


Obtains Patent for Coal 
and Gas Range 


Under number 1,344,755, United States patent 
rights have been procured by Edward P. Cole, Chi- 
cago, Illinois, for a coal and gas range described 
herewith: 

In a combined coal and gas range having an oven 
and a flue passage between the bottom of the oven 
and the outer bottom wall of the stove and a circular 
partition extending from said stove bottom to said 
oven bottom and forming a circular opening into oven 


























and a single port burner arranged within said open- 
ing, means for distributing the heat of the burner 
comprising a flaring heat-conductive metal flame- 
spreader having its apex extending into said opening 
adjacent said burner and a laminated shield having 
highly conductive and relatively non-conductive layers 
in contact with said flame-spreader. 





Advocates Metric System 


Manufacturers opposing the adoption of metric 
weights and measures in the United States of America 
are subject to an illusion, according to a recent state- 
ment by Fred J. Miller, President of the American 
Society of Mechanical Engineers. Major Miller de- 
clares, “This opposition arises from a concentrated 
and long continued effort to convince them that the 
adoption of the Metric System would mean a great 
pecuniary loss for them. This has resulted in the 
organization of an association, the sole object of 
which is to maintain this illusion.”” Such an errone- 
ous impression, he says, should be corrected. 

“It is difficult to believe that anyone really thinks 
that the enactment of any possible law in a free coun- 
try would compel builders to discard such machines 
and the tools for building them, and to re-design the 
machines to conform to integral metric dimensions 
and to alter the tools to produce the altered machines,” 
says Major Miller. 

“As a matter of course, such machines will con- 
tinue to be built as they.are now, so long as they are 
built at all, but when new designs of them are brought 
out then it would probably be advantageous to design 
the new machines to integral metric dimensions. 

“At the works of the De Laval Separator Com- 
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pany, in Poughkeepsie, New York, where they have 
been for some years manufacturing a highly refined 
machine, originally designed and manufactured by 
tools made to inch measurements, they have adopted 
the metric system without changing the machine or 
the tools that produced them. It is the same machine 
it was before and is made by the same tools, only the 
drawings are dimensioned in metric terms and the men 
in the shops speak of millimeters and hundredths of 
millimeters, instead of inches and thousandths of an 
inch. No trouble resulted from the change; no in- 
crease of cost resulted from it, and no appreciable ex- 


pense.” 





Patents a Cooking Stove 
Gas Jet Attachment 


William H. Vincent, Park Side, South Australia, 
Australia, has secured United States patent rights, 
under number 1,345,295, for a cook stove attachment 
for gas jets described herewith: 

A cooking stove comprising a casing forming an 
oven accessible through its front, a substantially U- 
shaped pipe forming a stem with branches passed 
through the bottom of the oven and extended later- 
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ally for a distance therein, burner tubes interiorly 
of the oven at opposite sides thereof and connected 
with the lateral extensions of said branches, the stem 
of said pipe having openings for introducing air and 
being adapted to detachably telescope over a gas jet 
burner and abut the flanged portion thereof, and a 
burner ring exteriorly of and upon the top of the 
oven and having a valved lead for connection with 
the pipe leading to gas jet. 





Forms Corporation to Make 
Oil-Burning Devices 

The Nokol Oil Burning Devices has been incorp- 
orated at Boston, Massachusetts, to make heating ap- 
paratus, with $75,000 capital by Leslie B. Sanders, 
Newton, Massachusetts ; Ralph E. Joslin, Winchester, 
Massachusetts, and others. 





Credit Men Warn Against 
Extravagance. 


Thrift is the expression of real patriotism in these 
days just as it was in the period of the war. That 
warning and appeal has just been issued to the Amer- 
ican people by the National Association of Credit Men 


AMERICAN ARTISAN AND HARDWARE RECORD 








23 


in the form of a letter directed from New York to 
each of its members. “The dance of industrial death 
in which the people of America are now participating, 
should cease before they have to pay the piper,” the 
appeal declares in urging the American people to de- 
sist from their “rampage of extravagance.” 

“The extravagance of our people since Armistice 
day is one of those psychological phenomena to which 
man is subject. During the war we sacrificed gladly 
but with the cessation of hostilities, the restrained 
feeling broke loose and we went on a rampage of 
extravagance such as never before has been exhibited 
in the land. 

“This nation is sound fundamentally and this sound- 
ness will continue if people will give up their folly, 
will become more diligent, will work as human beings 
should work during a time of stress and strain. Thrift 
is in our opinion, the expression of real patriotism in 
these days just as it was in the period of the war. 
The people who spend recklessly are losing sight of 
the nation’s traditions; indeed they are endangering 
our institutions which some low spirits we are harbor- 
ing are secretly plotting to destroy. 

“We should practice and preach constantly, declar- 
ing that for ourselves we shall do our best to stop this 
insanity and bring to a close the melodrama of extrav- 
agance that is casting fear into the heats of the peo- 
ple and producing results that are immoral and de- 
structive. 

“Prices can be lowered by economies practiced all 
along the line if labor as well as capital will do its 
part. ‘Watch the price’ has been our watchword for 
months. Here has been the chief danger point in our 
situation and we welcome anything that will keep 
prices from soaring to a point from which violent 
reaction would inevitably bring on a sudden collapse 
in our structure.” 

The stand taken by the National Association of 
Credit Men on the economic situation has been pre- 
viously expressed in cooperation with the campaign 
of the Savings Division of the Treasury Department 
for it was realized that thrift and saving could not 
produce an adequate economic effect unless the sav- 
ings gained were safeguarded in safe and productive 
investments. Such investment is provided by the sav- 
ings securities of the government, War Savings 
Stamps and Treasury Savings Certificates, designed 
to obviate the mistaken policy of “saving at the spigot 
and wasting at the bunghole.” 





Desire Must Precede Work. 


Every man who thinks, knows that the will to work 
must precede and become a foundation for the power 
to produce, and the power to produce must be exerted 
to maximum pressure to reduce a world shortage of 
commodities, and to bring world-supply into reason- 
able touch with world demand. 








The little deficiencies in personal manner and ap- 
pearance may not be as noticeable as the big ones, 
but they all count against you. Correct the little ones 
along with the big ones. 
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What Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods. Experiences of Successful Men. 


AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 52 to 59 inclusive. 








Bailey Hardware Company has increased its capi- 
tal from $35,000 to $50,000, at Bonham, Texas. 

Norris Implement Company has increased its capi- 
tal stock from $15,000 to $50,000 at Childress, Texas 

Tyrrell Hardware Company has increased its capi- 
tal stock from $50,000 to $100,000 at Beaumont, 
Texas. 

A one-story factory building will be erected by the 
Pratt and Whitney Company at Hartford, Connecti- 
cut. It will be used for small tool work. 

The Detroit Tool Company, Louis E. Mann, Presi- 
dent, 1487 St. Antoine Street, Detroit, Michigan, will 
build a two-story addition, 60 x 121 feet. 

The capital stock of the Aluminum Goods Manu- 
facturing Company has been increased from $8,000.- 
000 to $12,000,000, at Manitowoc, Wisconsin. George 
Vits is president and general manager. 

The Brace Hardware Company, Jordan, Onondaga 
County, New York, has been incorporated with an 
active capital of $75,000, by D. E., R. P. and E. Brace, 
to manufacture hardware and metal products. 

The Schafer Company, wholesale and retail sad- 
dlery and ‘hardware and machinery increased its capi- 
tal to $375,000, at Decatur, Indiana. Incorporators 
are Fred Schafer, David T. Lauferty, Bernard T. 
Tarver. 





Offers Many Services to 
Wisconsin Dealers 


There is cne place where our: sadly shrunken dollar 
buys as much as it did before the war. 

The various State hardware associations are giving 
the same—and, in most cases, more—value in return 
for annual dues that they gave six years ago. 

As an example, the following circular letter from 
P. J. Jacobs, Secretary-Treasurer Wisconsin Retail 
Hardware Association, furnishes ample reasons why 
the retailer should lose no time in becoming a mem- 
ber of his State association, if he has not yet done so: 
“To Our Members: 

“We consider this letter of enough importance to 
place it on a special sheet. 

“We ask you to read it carefully, read all of it. 

“Our members do not appreciate the dollar and 
cents value of the Service which the Association 
wishes to render them. 

“Can you truthfully say you do not have any bad 
accounts—not one? But if you have, why do you 


not send them to us? We are collecting many ac- 





counts as old as 1914 and 1915. Wouldn't you rather 
have the cash than the account? 

“With our present force we can handle many more 
collections. Run through your ledger and write down 
on the attached blank your poor accounts and mail 
them to us, but do not let it wait. People have money 
now and are able to pay. 

“Then your freight bills: Have you sent them in 
to be audited? Don’t you want the money that you 
have tied up in overcharges and wrong classifications 
of certain merchandise. You will never receive it 
unless you send your freight bills in for audit. This 
is a service that is free to members and yet many 
are not using it. Send bills to our office express pre- 
paid today. 

“Have you store problems that bother you? Is 
your accounting system satisfactory, or is it cumber- 
some, and takes a lot of time? The Association is 
anxious to assist you in the building up of a better 
store and a bigger business. 

“But we can not tell what you want unless we 
hear from you. Call on us. DO IT NOW.” 





Hardware Dealer Is Active 
at Age of Eighty-four 


The oldest man in point of years at the first an- 
nual convention of the National Association of Win- 
chester Clubs, held recently in New Haven, Connecti- 
cut, was John R. Packard, head of the Packard 
Hardware Company of Greenville, Pennsylvania. 
Not only was Mr. Packard in attendance but he was 
very active. He 
went on_ the 
tour of the 
shops daily, and 
each tour aver- 
aged three 
miles. 

Mr. Packard 
is 84 years old 
and the dean of 
the hardware 
trade in the 
United States. 
He entered the 
hardware _busi- 
ness when he 
was 15 years of 
age, which 
means that ke has been selling hardware for 69 years. 
On the final day of the convention Mr. Maycumber 
introduced Mr. Packard and asked him to take a seat 
on the stage. Accepting the invitation Mr. Packard 
made these remarks: 

“Tt is not my purpose at all to make a long-winded 
speech, old men are often times guilty of being very 


John R. Packard. 
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garrulous and talkative. If any of the rest of you 
who came here are invited upon this platform, please 
remember that we have come to hear the men on 
this platform talk, and if you begin a long-winded 
speech I believe it is a rule to take you out to the 
fort before a firing squad of men using Winchester 
rifles and shot at sunrise. 

“[ was born January 31, 1836, Andrew Jackson 
was then President of the United States. What will 
interest you most is the fact that I have been able 
during all these years, 84 of them, to retain my phys- 
ical and mental vigor to this wonderful period here. 
{ am in New Haven today, but when I first came 
some 50 years ago it was just a little town of a few 
thousands, and now they show us a figure of approxi- 
mately 178,000. The Winchester people have helped 
to add to that population very greatly and in every 
way in the furthering of the civic conditions of New 
Haven. 

“I have set my standards, my friends, and doesn’t 
shorten life by talking health and thinking health, and 
I have set my standards to celebrate my hundredth 
anniversary on January 31, 1936. If any of you are 
living at that date, I will invite you to come to Green- 
ville, Pennsylvania, and if it is impossible for you to 
come send me a tremendous shower of postal cards.” 





Many Things Enter into the 
Making of Pocket Knife 


According to Charles H. Paine, editor of the 
American Cutler Magazine, there are a great many 
things that go into the making of an American pocket 
knife and not all of them are to be had in Uncle 
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Sam's cguntry. So ships are wanted to bring these 
goods and their cargoes look like a specification of 
the presents given by the Queen of Sheba to King 
Solomon of olden days. 

There is ebony from the East Coast of Africa and 
the Island of Madagascar, cocoa wood from Cuba and 
the West Indies, rose wood from Central America, 
pearl mother of the shell of pearls taken from the 
sea by divers in the East Indies and Australia. 

There is the horn of the buffalo and the stag and 
there are those two novelties, artificial stag horn, made 
of the bone of cattle and celluloid, not found among 
the presents to King Solomon. 

All these articles are used mainly for the making of 
the handle of a modern pocket knife. But the prin- 
cipal part of a knife of course always must be the 
blade. So best steel must be bought from the cru- 
cible steel manufacturers in America or it may also 
be imported from England. 

The steel for the spring action of the knife is of 
American make. Plating is done with the aid of 
nickel. And to make full the measure there also goes 
a liberal sprinkling of zinc, copper and brass. 





Texas Hardware Dealers 
Meet July 29th 


The Annual Meeting of the Fourth District Texas 
Hardware Dealers’ Association will be held July 29, 
1920, in Waco, Texas. The Fourth District includes 
thirteen counties. Oscar J. Rea, of Clifton, Texas, 
is chairman of the Fourth District Association. He 
expects an attendance of five hundred hardware re- 
tailers at the forthcoming gathering. 


Big Lessons for Retailers and Manufacturers Are 


Given in Study of Disston Advertising Policy. 


Hardware Dealer Can Get Profitable Selling 
Hints for All His Goods from This Article. 


As old as the hills is the saying that “example is 
Letter than precept.” Theories of publicity are use- 
ful, but results of their practical application are more 
readily converted into dollars and cents. 

That is why it is worth while to reproduce the 
main ideas of the article by Roland Cole from Print- 
ers’ Ink, in which he describes. the advertising policy 
of Henry Disston and Sons, Incorporated, Philadel- 
phia, Pennsyivania. Here are some of the big les- 
sons to be derived from the article in question: 

Merchandising is selective or collective. There is 
sales analysis and there is sales synthesis. By one 
method a field is carefully 


campaign, now running, is like a submerged fishing 
net stretched across the mouth of a river. Nothing 
that comes down the river on the surface or below 
it can get through. 

Further upstream the sportsmen work with rod and 
line going after selected prospects—the big known 
users. The net catches the unsuspected ones—the po- 
tential users. 

The simile is strained. Buyers of Disston saws are 
not like fish, for they need the saws and want them, 
but many of them do not know it until they have 


purchased. 
There may have been a 





charted and picked by hand. 
By the other the whole field 
is taken as one unit—one big 
prospect—and combed by 
machinery. Both methods 
may be combined. 

The Disston advertising 





Hardware dealers should make a special effort 
to gel the boy trade in their neighborhoods. The 
boy of today is the man of tomorrow. Gel his uses saws?” Carpenters, of 
good will now and he will become one of your course. 
permanent and profitable customers. where are 


time in the history of the 
Disston business when the 
question was asked “Who 
The next questions, 
the carpenters, 
and how can they be 
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reached, probably resulted in a modest, carefully con- 
sidered advertising campaign directed at carpenters. 

Proceeding by the method of analysis, who buys 
Disston saws and who can buy them? There are 
two big general classes: (1) The man who needs 
them in his business, and (2) the man who could use 
them in his personal or individual capacity. 

But there are classes in between—the farmer, the 
storekeeper, the mechanic, and the boy. The boy 
plays and studies. He uses a saw at home and in the 
school shop. Besides all the known and unknown 
users of saws there may be many unknown uses de- 
veloping in hidden corners of our complex and ever- 
changing civilization. 

National advertising will reach them all. Nothing 
new about that. But how can the individual groups 
be reached and developed? How can the “handy man 
about the house” be put to work with a Disston saw 
without cheating the carpenter out of a job? How 
can farmers, boys, tradesmen and the unknown user 
be talked to individually and educated into better 
and wider uses? 

The best answer is the campaign itself—unusual 
for its extent, completeness, size and quality. It is 
an “idea” document for advertisers, full of unusual 


features and bulging with interest. 
First the Dealer. ; 
The manufacturer who knows definitely what he 


is after has his sales campaign half way up the grade. 
If his merchandising plan rests on the dealer as a 
distributing agency his first effort will be to give the 
dealer the same knowledge. Many Disston dealers 
were already sold on the Disston line. They must 
be sold more thoroughly and kept sold. At the same 
time new dealers must be sold. The dealer campaign, 
therefore, carried three cars to its engine, (1) getting 
dealers, (2) making them better dealers, and (3) in- 
forming them about the national advertising. 

To reach the dealers, trade papers were used. The 
first announcement in the series began with the cap- 
tion: “How We Carry the Disston Message to All 
Classes of Tool Users.” In this the dealer was asked 
to consider the various people to whom he sold saws 
and tools—the carpenter and mechanic, the home 
owner, the farmer, the business man and the boy. All 
were particularized and described as well as the “un- 
known’”—new classes of purchasers. The national 
advertising would reach every one of these classes 
and “in future pages of this magazine we will dis- 
cuss in detail how we reach each of these various 
classes and the effectiveness of this work in helping 
your sales of good saws and tools.” 

That’s all clear and definite, you think. What 
next? Why, first they'll go after the professional user, 
the carpenter and mechanic, and the manufacturer 
and sawmill man. These are, of course, the biggest 
users. They are the ones to tackle first. But a mo- 
ment’s thought will convince you that Disston could 
not have been in business for 80 years without having 
a comfortable chunk of that business already. Such 
a course would therefore be all wrong. So the farm- 
er was selected as the first group to reach for in the 
big new campaign, and it was the farmer upon whom 
the dealer’s attention was riveted in the following 
month’s trade paper announcement. 
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“Every Farmer Is a Buyer of Saws and Tools,” 
said the advertisement to the dealer—over six mil- 
lion farms in this country and every one is equipped 
with saws and tools. “We are going after this farm 
business with all our hearts,” the copy reads. “Ad- 
vertisements will appear in every one of these farm: 
papers—29 of them in all—a combined circulation of 
4,737,245. Think what a direct help to your farm 
business it is to have this immense audience interested 
in our saws and tools.” This advertisement carried 
an illustration of the front covers of the whole 29 
papers, just to make the statement as vivid as pos- 
sible to the dealer’s mind. 

A footnote in this piece of copy said “Next month 
we will tell you of another part of our work—influ- 
encing the boys of America to the use of quality saws 
and tools. They are being constantly advertised to 
more than seven and a half million people.” 

The following month’s advertisement, entitled 
“Teaching American Boys to Buy Good Tools,” fea- 
tured illustrations of a group of magazines read by 
boys and described the value and extent of this field. 
Manual training courses, said the copy, are teaching 
beys and young men how to do good work with tools. 
They make up a class of tool-buyers worth cultivat- 
ing—young amateur carpenters and wood-workers— 
who are caught young and inoculated with the Diss- 
ton idea. A circulation of 781,067 is reached this 
way, which combined with the agricultural press, 
makes a circulation of 8,497,003 copies each issue. 

Then came “The Handy-Man About the House” 
in the succeeding month’s issue. This important but 
much lampooned individual, the dealer is told, is 
reached through national publications to the tune of 
three million copies weekly. The copy is interesting: 

“We believe one of the most effective ways in which 
we are helping on the sale of saws and tools is by 
our advertising to American homes—to the man who 
buys a saw for use around the house. Our aim is 
to tell the people in these homes—from Maine to 
Texas—about our saws and tools so that no matter 
what state your business is in, the people who trade 
with you will be better acquainted with and more in- 
terested in owning Disston goods. Your business is 
being given the best kind of assistance by our thor- 
ough-going cultivation of every sort of tool-user.” 

A second advertisement drove this idea home again, 
by shifting the emphasis from the “handy-man” to 
the home—“Every Home Needs the Saw Most Car- 
penters Use.” 

Note the clever way in which the carpenter is 
brought in. “The rusty ‘toy’ saw has hung long 
enough in the basement of American homes. ‘Every 
Home’ is our slogan. Let’s put the saw most car- 
penters use into every home.” 

Giving the Farmer An Idea. 

Advertising is doubly effective when it gives a pros- 
pect an idea. The farmer is not the easiest man in 
the world to sell, particulaily on tools. 

To tell him merely that he ought to be progressive 
and use quality tools sounds interesting to him only 
because anyone should think such an argument would 
appeal to him. 

Today farmers are more wideawake than ever— 
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and more discriminating. They want good goods, but 
they have to be shown. 

When you go to farmers, however, and try to help 
them with ideas, they understand what you are talk- 
ing about. The copy used in the twenty-nine agri- 
cultural papers sought to do this. For example, one 
advertisement read: 

“The farmers of this country own a $200,000,000 
woodlot. How much money will you make on your 
woodlot? Coal will be mighty scarce next winter 
Many a factory, many a family, will have to use 
wood. Sell all the wood you can cut. Use a Disston 
Cross-Cut Saw for felling and cutting cordwood 
lengths.” 

This was followed by a few facts on saws—the dif- 
ferent kinds made and the purposes for which they 
are used. 

Time and money are lost, said another advertise- 
ment, when cattle stray through broken fences, when 
barns and housing for live stock are in bad repair. 

The wise farmer tries to keep his buildings and 
fences in good condition. Sometimes he uses poor 
tools and makes up for their shortcomings by the 
extra work of his muscles. The best saws are cheaper 
than time and labor. 

“Cut your firewood with a Disston buck-saw,” is 
another. Disston corn-knives, hand-saws, mitre-box 
saws, try-squares, bevels, plumbs and levels, files and 
trowels are also featured. In addition, a free booklet 
is offered, “Disston Saws and Tools for the Farm.” 

The Great Boy Market. 

Every manufacturer who has studied the boy mar- 
ket knows there are two sides to it. When does the 
boy do his own buying and when does someone else 
do it for him? When that question can be settled, 
the advertising campaign may start. 

A boy’s first demand for tools is uncolored by pref- 
erence as to make. Moreover, the younger boy does 
not do his own buying. He works on Dad. If Dad 
is a carpenter, all is well. If he is not, then he knows 
as little about quality as the boy. 

Educating the boy, in this case, won’t get very far 
unless Dad is included in the education. Obviously, 
then, the boy must be worked on from two sides or 
he will slip out from under. 

But, in the case of saws and tools, there is another 
aspect to the situation. Shop schools and manual 
training courses are now a part of our system of edu- 
cation. All the fine educational work done on the 
boy and his Dad may be wasted effort if the school 
is equipped with other goods. 

Here is a fairly representative piece of copy: 
“There are two good reasons why Disston saws and 
tools should be shop equipment in your school: (1) 
The student will be started with standard tools that 
help shape his ability correctly from the start. (2) 
Disston is the standard he will select, use and de- 
pend upon later, at his trade, when he comes to know 
what’s what in tools.” 

Another, entitled, “Train Your Young Men With 
the Disston Saw,” tells them that the saw most car- 
penters use is the obvious saw for school shop-work. 
This is gathering up everybody concerned in one 
compact handful—carpenter, Dad, boy and schoolman. 
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But the advertisement that seems to ring the bull’s-eye 
loudest is the one titled “Son, this saw is part of 
your education,” with an illustration of Dad and the 
boy. Dad says to Son: 

“It will give you the practical experience you need 
to develop the talent that’s in you. Another thing, 
Son, this saw is balanced, sharpened and set as ac- 
curately as a delicate instrument is adjusted. And 
with proper care it will stay that way. It develops 
initiative, resourcefulness and creative ability. It cuts 
so clean, so fast, so true that its use is a constant in- 
spiration toward good work.” 

A department has been created in the Disston or- 
ganization to study the shop school. Work of this 
kind is beyond the ability of the average dealer. This 
does not mean that the dealer is forbidden to enter 
the field, and any dealer who has enterprise enough 
to go after such a prospect will get all the help he 
requires from the Disston company. But it is a spe- 
cial department, fraught with peculiar difficulties, 
which can be negotiated best on a direct basis between 
school and company. In the end this works out to 
the dealer’s advantage and he is usually pretty glad 
to have the work taken over for him. 

Handy Man About the House—and Others. 

The groups of buyers that come strictly and legiti- 
mately in the path of the national advertising cam- 
paign have already been referred to—the home-owner, 
the carpenter, the manufacturer, sawmill, lumberman 
and others. All of them are great big fields. Thou- 
sands of manufacturing plants throughout the United 
States have been Disston users for years. Likewise 
carpenters, of which there are estimated to be 815,- 
ooo. The home-owner—the handy man about the 
house—constitutes a tremendous field. One-fifth of 
the population is usually taken as a basis for estimat- 
ing the number of homes in this country. There- 
fore, there must be upwards of twenty million homes 
in the United States. 

The copy in the national publications speaks al- 
ternately to the various groups. “Disston Mill Saws 
Speed Up Production,” says one. “Disston Steel and 
Temper Standardize Cross-Cut Saws,” says another. 
“Every Home Needs the Saw Most Carpenters Use,” 
is a third. 

Another piece of copy reads: “An inexperienced 
man needs good tools more than an expert does. A 
good carpenter could get better results with a poor 
saw than the average householder, but he wouldn't 
use a poor saw. He would use a Disston. When you 
do the little repair jobs around the house, you 
shouldn’t cripple yourself by using a poor, blunt saw 
that sticks and binds in the softest wood and simply 
will not make a clean, true cut.” 

This is selling the carpenter and the home-owner 
and doing them both good. 

Let the consideration of this campaign point out 
ways for strengthening your own advertising. 

The Independent Nail and Packing Company has 
been incorporated at Bridgewater, Massachusetts, to 
make wire nails and specialties, with $200,000 capital 
by George W. Folsom, Harry A. Stone and H. James 
Stone, of Brockton, Massaschusetts. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 


WINDOW DISPLAYS SHOWS 
STORE IN ACTION 


Probably the most overworked word in the English 
language is the adjective “unique.” 

Strictly speaking, it means that the object to which 
it is applied is the only thing of its kind in existence. 

In spite of the fact that this adjective has been 


assortment of tools which he has on top of the case 
at his right. 

We are all more or less imitators. We follow 
established patterns. Even Shakespeare used old 
medieval plays out of which to fashion some of his 
marvelous masterpieces. 

We wear straw hats in summer because other men 
wear them. Even though the contraptions must be 





Window Exhibit Showing Corner of the Hardware Store Arranged by George Hartmann for C. and G. Hartmann Hardware Company, 
127 West Third Street, Alton, Illinois, Awarded H>2norable Mention ‘in AMERICAN ARTISAN AND 
HARDWARE RECORD Window Display Competition. 


worn aimost to a frazzle by misuse, it is just the 
term to apply to the window display arranged by 
George Hartmann for C. and G. Hartmann Hardware 
Company, Alton, Illinois, shown in the accompany- 
ing illustration. 

Truly, this is a unique window advertisement. It 
represents a corner of a hardware store in action. 

The proprietor of this little hardware store is shown 
back of the case explaining the merits of the Disston 
saw to a customer, who has already purchased an 


very uncomfortable, many of our women folk cover 
their neck and shoulders on the hottest days with 
furs—because other women do so. 

When we see a window display of the kind under 
discussion, we feel like following the example of the 
figures in the display. We observe a customer buying 
the Disston saw and other tools. We notice the 
attractive assortment of hardware in the wall cases. 
The suggestion of our own needs is strongly borne 
in upon us. 
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That this is precisely the way such window displays 
impress people was amply proved by the extraordi- 
nary number of sales of toois which resulted from 
this particular window display. 

Its designer spent a great deal of time and thought 
upon the idea before putting it into effect. 

This window display, which was awarded 
Honorable Mention in AMERICAN ARTISAN AND 
Harpware Recorp Window Display Competition, 
caused a great deal of comment not only in the 
immediate neighborhood, but among other hardware 
dealers in Alton. 

People told their friends about it, and they came 
out of their way to look at it. The striking value 
of this exhibit is its realism. It does not look like 
a mere showing of goods. It has the effect of 
actuality. 

Of course, the conclusive test of its value lies in 
the fact that it resulted in so unusually large a 
number of sales. 





Attachment for Hand Braces 
Is Patented , 


Philip Joshua Le Sueur, Brighton, England, has 
secured United States patent rights, under number 
1.344,910, for an attachment to carpenters’ and sim- 
ilar hand drilling braces, described herewith: 

In a drilling brace, in combination, a brace frame, 


an attachment having a grooved drill socket suitably 





secured to the outer end of the brace frame, a drill 
having a suitable drill shank for engaging said drill 
socket, said attachment having a threaded hole ex- 
tending longitudinally into the attachment from its 
inner end and connecting with the drill socket, a feed 
screw provided with a ratchet wheel engaging said 
threaded hole, a lever carrying ratchet mechanism 
suitably engaging said feed screw and the ratchet 
wheel, and means on the hand grip carried by the 
crank of the brace for engaging said lever and rotat- 
ing said feed screw. 





Becomes President of Big 
Hardware Company 


William B. Munroe, formerly credit manager for 
the Simmons Hardware Company, St. Louis, Mis- 
souri, was recently elevated to the presidency of the 
Supple-Biddle Hardware Company of Philadelphia, 
Pennsylvania, one of the largest wholesale hardware 
firms in the United States. 

The firm of which he is now president was the 
first to give Mr. Munroe a position after he had com- 
pleted his high school course. While employed by 
this firm he attended night school at Temple Uni- 
versity and later the Wharton School of Finance, 
finishing both courses in six years. 
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After completing these courses he made a study of 
retail hardware methods as a clerk in retail house, 
working evenings. 

In 1906 he came to St. Louis to learn Weste . 
business methods. He resigned from the Biddle 
company and entered the credit department of the 
Simmons Hardware Company. While in St. Louis, 
Mr. Munroe was president of St. Louis Association 
of Credit Men for two years, and acted as a director 
of the National Association for the same period. 

He left St. Louis in February, 1919, to become as- 
sistant to Charles M. Biddle, president of the Sup- 
plee-Biddle Company who gave him his start in busi- 
ness life. Last January Mr. Munroe was elected 
general manager and a director of the company and 
when Biddte retired in June he was named president 
of the Board of Directors. 





Serves For Many Purposes 


High prices force the automobile owner to make 
many of the repairs on his car himself. To do this 
work he must have the necessary tools. Now it is a 
question of energy expenditure whether the hardware 
merchant or the garage owner is going to get this 
business. The general hardware line contains many 
things that the au- 
tomobilist needs 
for repair work. 
But will he buy 
from the hardware 
retailer? That de- 
pends solely upon 
the hardware 
dealer. 
Rock Island Swivel Autovise, Made 

by the Rock Island Manufactur- As 

2 tion of the close 
relation of hardware goods to automobile supplies, 
herewith is shown the Rock Island Swivel Autovise, 
manufactured by the Rock Island Manufacturing 
Company, Rock Island, Illinois. It can be used for 
many purposes. Most particularly, it is adapted to 
the needs of the car owner. The Rock Island Swivel 
Autovise is a combination of vise jaws, pipe jaws, and 





an illustra- 


anvil. A wide variety of work can be done by means 
of it. When once in his possession, the automobile 
owner finds it indispensable. The jaws are three and 
one-half inches and weigh 80 pounds. Besides being 
constructed for automobile repair work, this vise can 
be employed for heavy repair jobs of other kinds. 
Being able to be turned in any desired position because 
of the swivel, it is especially desirable for repair work 


£ 


of unusual nature. The Rock Island Swivel Autovise 
will be found useful in many ways in the small garage 
or workshop. Dealers who wish to obtain complete 
details pertaining to prices, range of sizes, etc., on 
Rock Island Swivel Autovises, should write to the 
Rock Island Manufacturing Company, Rock Island, 
Illinois. 





“Those who wish for self-advancement should re- 
member that the art in life is not so much to do a 
thing well as to get a thing that has been moderately 
well done largely talked about.”—Sir Arthur Helps. 
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The Chicago Retail Hardware Association 


Enjoys Big Picnic 


With Chicago’s fickle climate running true to form, 
it was a toss up whether or not it would snow or 
rain on July 2ist. 

However, the intense and perpetual wishing of the 
thousands of picnickers must have had a good effect 
on the weather man as he gave them an ideal sum- 
mer day. 

It was warm without being hot and a cool breeze 
swept through the park at intervals and kept the 
busy and happy crowd from becoming fagged out. 

As early as 10 o'clock the women and children 
started to arrive at the grove and by 2 o'clock the 
trees were shading many hundreds of wearers of the 
little orange tag. 

The retail hardware business must have proved 
exceptionally prosperous to the trade this year as 
there were hundreds of motor cars parked in the 
grounds. 

Machines brought a good portion of the gathering 
to the green joy-spot and the less fortunate ones 
were assisted to the place of excitement by means 
of the Grand Trunk Railway System and the Toon- 
erville Trolley. 

At 2 o'clock sharp, “Si’’ Koehler rounded up al! 
the children in the park and put them in line behind 
the band which led them around the refreshment 

house. Each kid was 


handed a package of 





Cracker Jack and 





at Evergreen Park 


work but they kept going. 

The Boys’ Biscuit Contest came off next and every- 
body had a good time watching the youngsters eat a 
biscuit suspended in the air from a string. 

The Girls’ Races were run next and they showed 
the boys that they could run a little themselves. The 
Married Ladies’ Ball-throwing Contest was a big sur- 
prise this year as the pan on the chicken wire was 
hit quite often. 

The same accuracy was shown in the Married 
Ladies’ Barrel Game in which the fair ones put the 
ball in the barrel with great frequency. The com- 
mittee on games will have to get something harder 
for them to hit next year. 

Martin Englehart was on the Entertainment Com- 
mittee but somehow or other he was in charge of the 
Young Ladies’ Guessing Contest. He was particu- 
larly adapted for the*job, as he made the fair gues- 
ser quite comfortable while she contemplated how 
many beans were in the bottle. 

He was, without doubt, the champion hugger of 
the day and when the call came for the registering 
of all members and wives of members he was on the 
job again. He called for the wives first and he 
squeezed some so hard they could not write their 
names in the book. He evidently was tired out by 
the time the men 








started to register as 


he was not to be seen 





tickets for ice cream 

nee cones. This is an an- 
~S inn nual feature which 
= — never fails to he ‘a 





big success. 

Immediately following this opening act, the girls’ 
and boys’ races were run. The track was fast and 
everybody lined the sides to see the fun. The boys 
from 7 to 10 ran first and were followed by the boys 
from 11 to 16. 

Next came the Boys’ Bag Race in which the win- 
ner almost lost his bag just as he was nearing the 
tape. He recovered his grip on the bag, however, 
and nosed out his runner-up. 

F. G. Russell, chairman of the committee on 
games and races and his large and efficient staff of 
assistants were soon feeling the effect of their hard 





at the table. 

As soon as the 
games and races were 
over the ball game 
started. It was a fast and exciting game and the 
Dealers won a clean cut victory over the Salesmen. 















The teams were organized by W. F. “Billy” Waller 
of the Cicero-Chicago Corrugating Company with 
the able assistance of Mrs. Claridge Brydon. 

Mr. Reinke, the pitcher of the Salesmen team 
pitched a very good game and tried his best to bring 
his team victory. He slammed out a home run and 
kept on his toes all the time, besides trying his best 
to convince the umpire that he wasn’t watching his 
game. 


Mr. Gormley of the Dealers team was the real 
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“Babe Ruth” of the game as he pulled off two home 
run clouts. 

It was a very friendly game though and everybody 
was satisfied with the fun they had. All the players 
on both teams received silk four-in-hand neckties 
for their efforts and they all seemed very proud of 
the fact that they each got the best looking one of the 
lot. 

Salesmen are supposed to be fast and clever but 
the dealers demonstrated to them that the man be- 
hind the counter can move quite fast also. Follow- 
ing is the lineup and score: 

Dealers’ Team. Salesmen’s Team. 
Ruhling, Fred—2nd. B. Goldberg—R.F. 
Gormley—Pitcher Martin—C.F. 
Vaughn—Catcher Loderhouse—L.F. 

A. M. Brauer—C.F. Cohen—Catcher 

R. M. Brauer—3rd. B. Meier, ‘Joe—S.S. 

E. Schubert—tst. B. Gebhart—Ist. B. 

Smith—L.F. Higgenson—3rd. B. 

Siewert—S.S. Reinke—Pitcher 

Englehart, Gus.—R.F. Squibs—2nd. B. 
Dealers’ Score. Salesmen’s Score. 


H. R. H. B.B. R. H.R. H. &.a. &. 
Gormley 2 10 4. 13 Reinke 1 7 3s § 
Smith I 

There was a Bowling Pin Game that kept going 
«ll afternoon and the prizes offered were attractive. 

After the evening lunch “Si” Koehler and his crew 
repaired to the combination bar and prize booth and 
started the big event of the day. 

The entire picnic gathering assembled to hear the 
prizes called off. There was more in store for them 
than what they had expected. When the g2nd prize 
was called out, Mr. Koehler announced that ten ad- 
ditional prizes were to be given which were not listed 
on the program because of their late entree. 

After this event a large number of the happy out- 
ers decided that they did not have enough dancing so 
they tripped over to the hall and danced to good live- 
ly music which was furnished by Harry J. Budinger’s 
orchestra. The dance committee is to be congratu- 
lated for their good work, especially the genial fellow 
who walked around spreading shaving wax on the 
floor. 

By the time 7 o’clock came around those who de- 
cided to take the train back to Chicago started to 
leave the park. They were keenly disappointed, how- 
ever, as the 6.33 train which was to arrive at the sta- 
tion at 7.33 was posted an hour late so they came back 
for more picnic and then left in time to catch the late 
train which now had gained ten minutes arriving 
ahead of time at 8.20. 

Those who had come by automobile tarried to the 
last. 

It was a day of days. Everybody had a good time 
even though they were rather tired when they started 
for home. The prizes for the games were extra good 
and numerous this year and everybody who was lucky 
had something nice to take home. 

H. R. Beatty, President of the Illinois Retail Hard- 
ware Association, was the honored guest of the day 
and he was very much impressed with the good man- 
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ner in which the local association showed its mem- 
bers a good time. 


Says AMERICAN ARTISAN 
Is Very Helpful. 


To AMERICAN ARTISAN AND HARDWARE REcorp: 
Each issue of your journal has its very helpful 
suggestions, and I find all its articles very interesting. 
Therefore, I am always eagerly awaiting the next 
issue. 
Very respectfully, 
J. P. McCarruy. 
Vallejo, California, July 19, 1920. 


Cooperation Is Essential to © 
National Prosperity. 


The spirit of cooperation is essential to personal 
and national prosperity. It implies a sense of inter- 
dependence and an obligation of fellowship which are 
the vital needs of our day. Therefore, the widest 
possible circulation should be given to the following 
helpful article from the Valve World: 


As I have rambled about among my fellows during 
the last few months, I have asked, with purposed 
discrimination, this question: “Do you view your 
work, your job, as something that concerns no one but 
yourself, or do you look upon it as a part of the na- 
tion’s business?” Or, take it this way: “Is your job 
personal or national?” And the best answer I have 
received to date came from a colored stevedore at 
work on a Pacific Coast dock: 

“Say, what you mean, stoppin’ me with fool talk? 
Can’t you see people all over Asia an’ Europe waitin’ 
to get this flour made into bread? One side, please. 
Gangway !” 

He swung his hand-truck over the moving cable, 
where it was caught quickly and whisked with its 
ten or dozen sacks of flour to the hold of the waiting 
steamship. 

As I sat on a bale of goods watching the steady 
line of export merchandise pouring into the ship, I 
pondered earnestly and curiously the rebuke of the 
colored stevedore, which finally assumed for me two 
striking phases—Where did that man get his inspired 
vision? and why did he say “please”? Of course, it 
did not take me long to see that any man who could 
view his work so broadly and with such thought for 
needy souls he had never seen, but knew were out 
there somewhere across the waters and waiting for 
the: food he was handling, would be polite, consider- 
ate of others, you know, not in a conventional way, 
perhaps, but in a way not to be misunderstood. But 
how did he come by his vision? How had he come 
to look upon his job as not only national but inter- 
national? Why was he thinking more at the moment 
of rushing that flour to its destination than of mov- 
ing automatically for a certain number of hours for 
a prescribed amount of wages? 


It took some patience and much tact to bring me 
in touch with the stevedore’s point of view, and from 
here on these observations are substantially those of 
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what I am pleased to call my colored stevedore phil- 
osopher. 

The bigger a man can make himself feel, no mat- 
ter what he is doing, the bigger he really is. And 
the bigger he feels, the bigger his work will be, no 
matter what that work is. To truck sacks of flour 
onto a ship with an expenditure of nothing but muscle, 
is a little job. To truck sacks of flour onto a ship 
with an expenditure of muscle and some imagination, 
is a bigger job. But to truck sacks of flour onto a 
ship with imagination uppermost and muscle working 
automatically and unconsciously, is the biggest job 
of all. 

It is quite possible for a man handling a sack of 
flour to forget entirely the mere labor of handling 
while his fancy takes him back to the making ready 
of the soil for the sowing and carries him on through 
the growing of the grain, the harvesting, the grind- 
ing, to the loading, and thence forward to some dis- 
tant land where he sees his sack of flour becoming 
many loaves of bread to make muscle that other men 
may work and expand and exalt their work through 
fancy. 

So we have, roughly speaking, two classes of work- 
ers in this world. First, those Who work much as a 
machine works, for nothing more than the pay that 
comes from the labor. Second, those who see in their 
work part of a job as big as one’s country, or as big 
as the world itself. 

When the man who works with vision has to quit 
work for any reason, his concern over inaction is not 
so much about personal loss as it is about effect upon 
the much bigger national or international job. My 
philosopher rebuked me for delaying him a few min- 
utes, not because thereby I was causing him a penny 
of loss for himself, but because hungry folk in a 
distant land would have to wait just that much longer 
before they might eat. My philosopher would have 
drawn as much pay at the end of his day’s work if 
he had paused to chat with me for an hour. But 
he did not wish to idle that hour at the expense of 
those who were waiting for the potential bread in 
his truckload of flour. 

Every man’s job is part of the nation’s work, part 
of the world’s work; and that nation will be the most 
prosperous, the most successful, the most progressive, 
the strongest, wherein the greatest number of work- 
ers bring to their daily tasks the vision of a nation’s 
work to be done in the most efficient way that men 
can do it. 

I do not care whether a man is wheeling flour or 
shoveling coal or digging a ditch, whether he is build- 
ing a locomotive or a ship or an automobile, whether 
he is planning a factory or a dwelling or a dock, 
whether he is working with his hands or his head 
or both, that man’s labor is simply part of one big 
job that requires for its proper doing the coopera- 
tive effort of the world’s entire population. 

No man can work to himself alone any more than 
he can live to himself alone. When he puts his best 
thought and his best effort into his work, the nation 
and the world are richer for his working. But when 
he works simply to do a task that lies before him 
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for the pay he may get for it, when he sees nothing 
beyond that immediate task, and looks upon it as 
purely personal, and therefore not very important, 
he is prone to slight it or to drop it easily, and thus 
reduce the total of the world’s industry and achieve- 
ment by exactly the amount of labor he has neglected 
or left undone. 

It has seemed to me that the working philosophy 
of this colored stevedore is worth passing along, worth 
thinking over, and, above all, worth incorporating as 
part of every man’s working philosophy. If we could 
all come to consider that our jobs are national rather 
than personal; that our industry is national rather 
than local or sectional; that the man who works with 
vision is a bigger man than the man who labors with 
out it—if we only might get his view of our work 
and of life, the millennium would be “just around 
the corner.” | 

Ask yourself this question: “Is my job persona! 
or national?’ And be honest with yourself in an- 
swering. 


Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

33293.—A commission firm in Rumania desires to be 


placed in communication with manufacturers for the sale 
in that country of automobiles, tires, tubes, and accessories, 
agricultural machinery, and hand tools of every description. 
Correspondence may be in English. Reference. 

33294.—A merchant in Brazil desires to secure an agency 
for the sale of tin plate. Quotations should be given c. i. f. 
Brazilian port. Payment by draft, 60 days. Correspondence 
should be in Portuguese. References. 

33303.—A merchant in Java who is about to visit the 
United States desires to purchase hardware, and piece goods, 
and to secure agencies for the sale of hardware, especially 
for builders. References. 

33305.—A merchant firm in Albania desires to purchase 
general hardware. Quotations should be given c. i. f. Valona 
or Durazzo. Correspondence may be in English. 

33306.—A commercial agency firm in Brazil desires to se- 
cure an agency for the sale of automobiles, tires, hardware, 
and cutlery. Quotations should be given c. i. f. Brazilian 
ports and f. o. b. American ports. Correspondence may be 
in English. References. 

33313.—A commercial agent from Ireland is in the United 
States and desires to secure an agency for the sale of house- 
hold appliances, hardware, labor-saving devices, specialties, 
and general merchandise in Egypt, Palestine, and Syria, where 
he has already established business connections. Reference. 

33314.—A merchant firm in Albania desires to purchase 
general hardware in large quantities. Quotations should be 
given c. i. f. Valona or Durazzo. Correspondence may be in 
English. 

33318.—A merchant firm in Switzerland desires to pur- 
chase all kinds of tools, hammers, tongs, etc. Correspondence 
may be in French or German. References. 

33322.—A commercial agent in Brazil desires to secure 
agencies from manufacturers and exporters for the sale of 
cutlery, barbed wire and nail wire, and machinery for manu- 
facture of nails and wooden screws. References. 

33325.—A firm of merchants in India desires to pur- 
chase and secure an agency for the sale of cutlery. Quo- 
tations should be given c. i. f. Indian port. . Reference. 

33327.—A commercial agent in Italy desires to represent 
firms for the sale of varnishes, iron, steel, metals, enamel 
ware, copper and aluminum kitchen utensils, ete. Quota- 
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sions should be given c. i. f. Italian port. Credit to be opened 
on American banks. Correspondence may be in. English. 
References. 

cure an agency and purchase for Chilean markets tools, paints, 
tin plate, and general merchandise. Correspondence should 
be in Spanish. Reference. 

93337.—A commercial agent in Mexico desires to secure 
an agency for the sale of aluminum kitchenware, enameled 
ware, agricultural tools, etc. References. 

33339.—A firm of commission agents in India desires 
to secure an agency for the sale of cutlery, toys, paints, var- 
nishes, etc. Quotations should be given c. i. f. Indian port. 
Payment by 30 days’ sight draft through bank in India. Ref- 


erence. 


Retail Hardware Doings. 


California. 

George A. Legg, president of the Alpha Hardware and 
Supply Company, operating a chain of stores in Nevada City, 
has sold his entire interest and will retire. Mr. Legg had 
directed the business for over thirty years. 

Iowa. 

A. P. Millett has sold his hardware and implement busi- 

ness to G. W. Beadle at Bradford. 
Kansas. 


C. A. Eglston will erect a new building for his hardware 
and implement business at Westmoreland. 

A removal sale of all his stock has been announced by 
Dudly Atkins of the Atkins Hardware Company in order 
to reduce the stock to enable him to move from his present 
location which has been leased and later will be occupied by 
the Farmers and Stockmen’s Bank Building at Manhattan. 

Gus Dornes has purchased the remainder of the hard- 
ware and harness stock which the Investment Company got 
of Roy Gilmore. Mr. Dornes took possession July first. He 
owns the building in which the stock is located at Sabetha. 

A change of ownership in Potter was made when B. F. 
Shaw sold his hardware store to his sons, Otto and Albert. 

The Murdock Hardware Company is erecting a building 
50x140 feet of brick on the site just east of their present 
building at Baxter Springs. 

The Sutton Hardware Company is moving its stock of 
hardware, furniture, etc., into the store room occupied by 
Gardner’s Second Hand Store at Harper. 


Minnesota. 


C. Anderson and Son have sold their hardware store 
to Mr. Vadheim at Florence. 


Missouri. 


Billings Hardware Company has increased its capital to 
$20,000, at Billings. Incorporators are C. E. Rundy, W. C. 
Anndt, F. L. Schmidt, F. O. Barke. 

A deal was closed by which P. J. Duke becomes sole 
owner of the Central Hardware store at Marceline. He 
bought the interests of his partners, Guy Bigger and Fred 
Wolfskin. 

The Dunklin theater on the south side is being con- 
verted into an implement store at Jefferson City. It will 
soon be opened as a distributing place for the Jefferson Mo- 
line Tractor Company composed of R. V. Smith of Center- 
town, J. Poise and Otto Engelbrecht of Brazite. The com- 
pany will sell farm implements and tractors both wholesale 
and retail. 

J. R. Hopkins has purchased the building at 306 South 
Fourth Street, St. Joseph, now occupied by the Robinson 
Hardware Company, from Rachel Watson for $30,500. 

Oklahoma. 

G. V. Forrester is now with the Price Hardware Com- 
pany at Checotah. 

Hardy Martin and W. W. Hichman under the firm name 
of Martin Hardware Company, have bought out the Herman 
Hardware Company on Oklahoma Avenue at Guthrie, and 
recast the whole store. 

Fletcher Hardware Company have incorporated at Still- 
well with a capital stock of $35,000 by .C. L. Fletcher, Stil- 
well; Marshall Douglass, Fayetteville, Arkansas, and W. J. 
Dake, Bentonville, Akansas. 


Pennsylvania. 


The partnership existing between E. L. Kabelin and’ N. 
G. Hoagvall under the firm name of Kabelin, Hoagvall Hard- 
ware Company, has been dissolved.  E. Kabelin with- 
drawing and N. G. Hoagvall continuing the business at 
Warren... 

The hardware business of J. W. McPherson and 
Sons ‘will be turned over to Ralph D. Pague and D. M. 
Fegan. The new firm will do business under the name of 
Pague and Fegan at Shippensburg. 
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Building and stock of H. A. Gable, hardware dealer of 
111 South Second Street, has been sold to E. L. Cowden, 
G. G. Golling and Harper W. Spong, at Harrisburg. It is 
said that the business will be continued and the application 
will be made for incorporation under the name of H. A. 
Gable and Company, Mr. Gable retaining an interest. 
South Dakota. 
H. M. Norfjor has sold his hardware store at Chester 
to P. L. Larson. 
Texas. 
The Blackard Hardware Company has moved to its new 
location on the north side of the Public Square at Snyder. 
Washington. 
M. L. Stewart has purchased the Toledo Hardware 
Company at Toledo, from J. M. Alger. 
West Virginia. 
_ The Archibald Hardware Company is making extensive 
improvements to its store room on Belmont Street at 
Wheeling. 


Coming Conventions. 


American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, Oc- 
tober 20, 21, and 22, 1920. F. D. Mitchell, Secretary-Trea- 
surer, 4106 Woolworth Building, New York City. 

National Hardware Association, Marlborough-Blenheim 
Hotel, Atlantic City, New Jersey, October 20, 21, and 22, 1920. 
T. James Fernley, Secretary, Philadelphia, Pennsylvania. 

Texas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921. A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

_ Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. J. 
Hodge, Secretary, Abilene, Kansas. 

. Pacific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20, and 21, 1921. E, E 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
Becherer, secretary, 5106 North Broadway? St. Louis, Missouri. 

Indiana Retail Hardware Association, January 25, 26, 27 
and 28, 1921. (Place to be announced later.) G. F. Sheely, 
Secretary, Argos, Indiana. 

_ Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

5 Wisconsin Retail Hardware Association, Milwaukee, 
Wisconsin, February 2, 3 and 4, 1921. P. J. Jacobs, Secre~- 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and Implement Association, Okla- 
homa City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 

The Michigan Retail Hardware Association, Grand 
Rapids, Michigan, February 8, 9, 10, and 11, 1921. Arthur 
J. Scott, Secretary, Marine City, Michigan. 

Iowa Retail Hardware Association, Des Moines, Iowa, 
February 8, 9, 10, and 11, 1921. A. R. Sale, secretary-trea- 
surer, Mason City, Iowa. 

_ Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
1921. Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 
burgh. 

_Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 15, 16 and 17, 1921. Leon D, 
Nish, Secretary, Elgin, Illinois. 

California Retail Hardware and Implement Association, 
San Francisco, California, February 15, 16, and 17, 1921. Le- 
Roy Smith, secretary, 112 Market street, San Francisco, Cali- 
fornia. 

- Ohio Hardware Association, Columbus, Ohio, February 
15, 16, 17 and 18, 1921. Hotel Headquarters, Deshler Hotel. 
Exhibition in Memorial Hall. James B. Carson, Secretary, 
Dayton, Ohio. 

_.New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
George A. Fiel, secretary, 10 High street, Boston, Massa- 
chusetts. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24, and 25, 1921. John B. 
oe Secretary, 607 City Bank Building, Syracuse, New 

ork. 

__Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9, and 10, 1921. Troy Thompson, Sec- 
retary, Treasurer, Dalhart, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12, and 13, 1921. T. W. Dixon, secre- 
tary-treasurey Charlotte, North Carolina. 
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Selling Automotive Accessories 


How Hardware Dealers Can Increase Their Profits by 


Handling Standardized Automotive Accessories. 


Facts 


and Suggestions to Aid Them in Giving Better Service. 





GASOLENE SUBSTITUTES 


The subject of gasolene substitutes is one of par- 
ticular interest, although definite information concern- 
ing it is decidedly limited. The first fact of import- 
ance to be recognized is that motor fuel is essentially a 
source of energy and that the energy must come from 
somewhere. 

Wonderful statements regarding the discovery of 
new fuels appear periodically in the newspapers, these 
fuels generally being made by adding a small quantity 
of some secret compound to water. That these dis- 
coveries are one and all without particular value is 
proven by the fact that water is a substance which 
contains about as little free energy as anything one 
could select. 

As regards the real possibilities of gasolene sub- 
stitutes, it now seems probable that oil shale may in 
the future prove an important source. There are- 
enormous deposits of oil shales in the United States 
and the extraction of liquid oil from these is undoubt- 
edly feasible, although it has not yet been worked 
out on a commercial scale in this country. 

Oil shale probably will not assume any considerable 
importance as a source of motor fuel in the near fu- 
ture, but its potentiality as a resource gives a com- 
fortable sense of assurance that the use of motor ve- 
hicles will not have to be discontinued when petroleum 
resources are exhausted. 

Another type of fuel which offers unlimited possi- 
bilities for the future and which is already being de- 
veloped to a certain degree is alcohol. The problems 
to be solved before this comes into general use are 
apparently the development of cheaper methods of 
production and the development of suitable types of 
engines. 

The type of gasolene substitute of most importance 
at the present time, is the mixture of hydrocarbons 
obtained as a by-product in the coking of coal. These 
so-called coal tar distillates, including benzol, toluol, 
xylol, etc., are hydrocarbons which are somewhat 
similar to the hydrocarbons found in petroleum, al- 
though, of course, there are well-recognized physical 
and chemical differences. 

The general feeling with regard to substitutes for 
gasolene is that they should receive all possible en- 
couragement if produced and marketed in an intelli- 
gent and scientific manner. The nation certainly needs 
to icrease its motor fuel resources and no step in 
this direction should be hindered. It should be rec- 
ognized, however, that petroleum gasolene is a type 
of fuel for which present equipment has been designed 
and for which it is eminently satisfactory. 

It is believed, therefore, that when striking claims 
are made for the superiority of any gasolene substi- 


tute, these should not be taken too seriously. The sub- 
stitute fuel should be given a fair trial but the user 
should be satisfied if it is as good as gasolene and 
should not expect it to be notably superior. 





Secures Patent Rights for 
Bumper Support 


United States patent rights have been granted to 
Lewis P. Halladay, Streator, Illinois, under number 
1,344,799, for an automobile bumper support de- 
scribed as follows: 

A holding clamp comprising a body on one side 
of the part to be clamped, spaced hook members 
mounted thereon and adapted to overhang and engage 
the part to be clamped, clamping members mounted 
on the body and engaging the part to be clamped in 
opposition to the hook members, a lug extending out- 





wardly and upwardly from the body and adapted to 
lie along side of an automobile frame when the part 
which is clamped is one of the frame flanges, and a 
bumper supporting bar pivoted on the body and ad- 
justably supported on the lug, the lug having a slot 
concentric with the pivot point of the bar, means ex- 
tending through the slot and the bar for holding the 
bar against the lug, the face of the lug opposed to the 
bar being serrated, means associated with the bolt 
and between the serrated face of the lug and the bar 
for engaging said serrations and positively holding 
the bar against movement. 


Patents Tire Repair Tool 


Harry R. Hirst, Trenton, New Jersey, has secured 
United States patent rights, under number 1,343,971, 
for repair tool for tires described in the following: 





i A needle having band engaging means in 
8 one end thereof, a member pivoted in the op- 

¢ . . 
) posite end of the needle and having a stop 
a * formed thereon adapted to engage the needle, 
1 said pivoted member having a notch formed 


1,843,971. therein to receive said band and extend the 

latter in a line passing the pivot point of the 
pivoted member on the same side of the needle that 
the stop engages the needle. 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 


Let Us Help 


You Get Bigger Results by Advice and Suggestions. The 
Service Is Free. Don’t Hesitate to Take Advantage of It. 


The thirty days’ trial affords ample time to test out 
the advantages or disadvantages of a motor washing 
machine. When the trial offer is accompanied by a 
guarantee to refund the purchase money if the washer 
does not prove satisfactory, full confidence of pros- 
pective buyers is obtained. The advertisement of the 
Neudorff Hardware Company, which is reproduced 





= - ? 4 ee 
The best physicians are Dr Diet. Dr. Quiet and DQ” Merryman 
The Best Value in an 





} The Motor 
| High-Speed 
Washer 


Warranted. to run easier full of 
! clothes than others do empty. 
| Throws 320 galfons of water through - 
clothes every minute. Others but 
about $0, therefore washes cleaner. 
Try it for 30 days. If it don’t meet 
Heavy Metal. Strongly Made, Per- | onr claims uaF sane back. 
fect Ventilation. A Comfort. Saves ‘ 
—_ ee Neudorff Hdw. Co. 
men assert came 4 South Fourth Stress. 
tary-vaiue. Odoriess. Price until “y seociation. 
inventory, 4£ $1500 complete. Meer ryt yy 

















herewith from the St. Joseph Press, St. Joseph, Mis- 
souri, is convincing because it frankly offers to back up 
its claims to the extent of giving back the customer’s 
money if he or she is not satisfied with the Motor 
ligh-Speed Washer. Mention of the firm’s member- 
ship in the Retail Merchants’ Association is good 
policy because it produces an impression of reliability 
and permanence. 
ok * * 

Curiosity mingled with a slight amount of skepti- 
cism is aroused by the advertisement of the Fellow’s 
Hardware Company, which appeared in the Haverhill 


You Can Be Your 
Own Plumber 


—it you have a can of ECONOMY PLUMBER in your home. This 
article was advertised in a Boston paper yesterd. for 79c per can. ht 
is the BEST article made for keeping pipes clean ai, slike most prep- 
arations, is not injurious to pipes. For use in cleariny clogged-up toilet 
bowls it has no equal. For this week only we are selling this 50c 


article at, pet can... .....--:- =" 
WATCH FOR ANNOUNCEMENT ON ALUMINUM WARE 
WE HAVE THE BEST BROOMS EVER SHOWN IN THE CITY 


FELLOWS’ HARDWARE CO. 


“This Ie the Place to Trade” —A Hardware Store for Over 60 Years. 


$4.33 MERRIMACK STREET. TELEPHONE S60. 











Evening Gazette, Haverhill, Massachusetts. House- 
holders who have gnashed their teeth over plumber’s 
bills are likely to suspect much exaggeration in the 
headlines of this advertisement, “You Can Be Your 
Own Plumber.” But when they read the body of 


the text, they find that the plumbing referred to does 
not include all the intricacies of the trade. The prep- 
aration for keeping pipes clean, which is the article 
presented in the advertisement, offers the probability 
of considerable saving. Therefore, the skepticism is 
allayed and the prospective customer is likely to take 
further action. It is a good advertisement and ex- 
ploits the space which it occupies to excellent ad- 
vantage. 
* ok * 

The very first impression an advertisement gives 
is the most important one. Therefore, too much care 
can not be taken in writing an advertisement in order 
to insure large returns on the investment. What will 
interest the reader most? How much should be said 
and in what manner? Such questions are answered 
in the advertisement of the Hanscom Hardware Com- 
pany, Haverhill, Massachusetts, reproduced herewith 
from the Haverhill Evening Gazette, Haverhill, Mas- 
sachusetts. The practicability of the incubator illus- 
trated will naturally interest the reader most. And 
its practical value is explained effectively. Inviting 
the prospective customer to investigate the product 





Incubators 


Famous for big 
hatches of strong 
healthy chicks that 

LIVE AND GROW! 
70: egg to 2000 egg capacity. Investigate the , 
Queen before buying. 
Cyphers Incubators, also. 


Hanscom Hardware Co. 


Tel. 48. 30 Main St. ‘Tel. 49. 


















advertised before buying adds to the verity of the 
statements contained in the announcement. The only 
room for criticism permitted by the writer of this 
copy is the omission of price. Even there, experts 
would differ. Still, it will be agreed to by the major- 
ity of hardware dealers that a statement of price on 
this advertisement would increase its forcefulness. 
ok ok * 


Do you see, and pass by, the bonfire which is al- 
ways a dangerous thing for little children, particu- 
larly little girls? 

A wire hanging from a pole or the side of a build- 
ing is a dangerous thing. Do you report it and stand 
guard until it is taken down by a lineman? 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Garages, Theaters, and Houses. 





TELLS BENEFITS OF 
TRADE SCHOOLS. 


From a paper presented by Professor James D. 
Hoffman at the recent annual convention of the Na- 
tional District Heating Association in Chicago, Illi- 
nois, the following instructive paragraphs are re- 
printed for the good of our readers. His subject was 
technical school training for the heating profession. 
But it is important also to installers and ambitious 
mechanics who want to advance beyond the limits 
of mere routine work. Among other things, Profes- 
sor Hoffman says: 

Any workman is a better workman for having an 
intelligent knowledge of his subject. Any man who 
can select the proper-sized twist drill may be able to 
drill a hole in a casting, but the man who knows how 
to properly sharpen his drill may be able to double 
the output. 

The trained mind gives the workman the ability to 
be more or less independent of his environment. This 
is especially true in the heating and ventilating busi- 
ness. If the heating of our 


subject of heating and ventilation. 

These courses, naturally are restricted to a mini- 
mum of time ang vary in scope according to the vision 
of the field held by the professor in charge, but in al) 
cases they deal with the applications of the funda- 
mental laws of ‘physics and thermodynamics to actual 
practice. 

The courses in many schools have been largely the- 
oretical because of the lack of time and facilities for 
practical work. This, in a sense, tends to develop a 
one-sided man, but in schools this is a commendable 
development. It would be well if a large amount of 
actual practical experience could be had at the same 
time, but in most cases this is not possible. 

On the other hand, the tendency of the trade is 
away from the theoretical and toward the empirical. 
As a result the average is good. This is as you may 
expect it to be. 


3y the natural laws of mind development the young: 


man is able to cultivate deeply analytical mental proc- 
esses that would be wholly impossible to the average 
mature mind. For this reason, together with the fact 

that the professional and 





homes and places of busi- 
ness could be reduced to an 
absolute formula so that all 
we had to do were to apply 
that formula, then a work- 
man could be trained to du- 
plicate one job after another 
with increasing accuracy, 





The subject of heating and ventilation is a 
specialization. It includes, for example, ques- 
tions of air conditioning in its relation to health, 
involving a knowledge of physiology and hygiene. 
Unfortunately, what we don’t know about this 
phase of the subject at this time would fill volumes. 


business man usually takes 
the empirical or short-cut 
method in doing his daily 
tasks, there should be great 
stress laid upon the cultiva- 
tion of analytical methods 
while in school. 

Many times problems are 








but unfortunately this is not 

the case. Every job of heating is different from all 
other jobs in almost every respect. Standardization 
is not possible. Two houses equal in size have the 
same arrangement and floor plans. In corresponding 
rooms one is found to have casement windows while 
the other has closely fitted sliding windows. 

One is floored in the attic, the other is not. In one 
the workmanship is No. 1, the other is just thrown 
together. A house on paper is one thing, the realiza- 
tion of this house on_its foundation is another thing 
entirely. 

The same is true of the actual installation of the 
pipes and’ fittings. One riser requires an offset, a 
main interferes with a beam, a difficult radiator con- 
nection has to be made, and almost innumerable other 
difficulties arise all of which demand good judgment 
based upon a thorough knowledge of the subject. 

It is probably true that the heating profession calls 
for the exercise of more good gray matter and real 
common sense than almost any other line of engineer- 
ing. 

The universities have realized this fact for some 
time and many of them have offered courses in the 


given to the student to 
solve by exhaustive processes, when other and shorter 
methods are available, not so much for the final re- 
sults as to serve as mental gymnastics and cultivate 
the ability to think for himself. 

I am aware of the fact that the schools are severely 
criticized at times because their graduates lack that 
practical touch so necessary to the practicing engi- 
neer. Some schools are meeting this situation by per- 
mitting a greater degree of specialization. 

For example, those intending to follow heating and 
ventilating work will be given a greater amount of 
drawing-room time for the designs, and laboratory 
and commercial tests to check their theoretical studies. 
Necessarily, such an arrangement produces a higher 
decree of efficiency in the one line at the expense of 
other subjects which might be taken. 

This is a big question which is yet unsolved by 
educators, namely, which man is any firm’s best asset, 
the one thoroughly grounded. in the fundamentals 
with a fair amount of specialization, or the one only 
fairly well grounded in the fundamentals with much 
specialization ? 

Personally, I am firmly convinced that the former is 
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the better plan. The highly specialized man would 
get into the thick of things more quickly and for a 
few years would lead in the race, but observations 
show that the conditions soon reverse. 

You may be interested to know what fundamentals 
may be considered a requisite for a good course for 
an embryonic heating and ventilating engineer. The 
first | would suggest relates to his development as a 
man among men. 

He should have a good command of the English 
language and should be able to write and discuss upon 
any subject in a logical and persuasive way. 

This is usually slighted by.the young engineer as 
applying to the other fellow but not especially to him. 

One of our greatest problems in teaching these men 
is to convince them that to rise to the top of their 
chosen profession they must pay attention to rhetoric 
English composition and oral discussion. 

Many of our graduates in all lines of work have 
testified to their lack of this one essential in their 
early training. 

Second, they must be fundamentally grounded in 
theoretical and applied mathematics. This is a tool 
which will curve any figure known to science, if the 
owner knows how to use it. 

Third, physics or the study of the laws of matter. 

Fourth, thermodynamics or the laws of heat energy. 

Fifth, the application and development of these 
fundamental laws into constructive practical problems. 

The last is the trade specialization and in this case 
is called heating and ventilation. The courses preced- 
ing and leading up to this subject need not necessarily 
be specialized in favor of heating and ventilating prob- 
lems. In fact it will tend toward more independence 
of thought if this is not done. 

Any physical law in any subject to be well under- 
stood and to be of the greatest value to any man must 
be presented in applications as varied as possible to 
acquaint the student with its possibilities. 

The subject of heating and ventilation is a special- 
ization, although in itself it is sufficiently broad to 
satisfy the most exacting. 

For example, in the study of ventilation, questions 
of air conditioning in its relation to health, involving 
a knowledge of physiology and hygiene, present lines 
of thought that can not be satisfactorily analyzed by 
any of the fundamental courses mentioned. 

Here are questions that call for research work of 
a special character and different from that previously 
attempted by the profession. 

Unfortunately what we don’t know about this phase 
of the subject at this time would fill many volumes. 
Suffice it to say that our treatment of these topics 
should be sane, logical and without hysteria or rad- 
icalism. 

Also in the study of chimneys, and furnace and fan- 
coil heating there are problems in air warming and 
air movement by convection and power devices that 
are as complex as we wish to make them. 

Until a few years ago heating problems were sat- 
isfactorily solved, when they were developed along 
the lines of the best average practice without regard 
to whether the best average practice could be im- 
proved or not. 
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Heating engineers’ conventions had few analytical 
presentations, probably because their value was not 
fully appreciated. Now they have so much valuable 
literature on the subject that it is found worth while 
to issue society journals to circulate the facts to the 
members. 

The sections of the technical press devoted:to heat- 
ing were largely descriptive in character, now we have 
periodicals wholly devoted to the subject and filled 
with the most up-to-the-minute analytical presenta- 
tions. In a short time the conditions have wholly 
changed. 

We are now looking for rational analysis, not for a 
few, but for practically all of our problems. Where 
a few years ago the heating profession was purely a 
business proposition, it is now fast becoming a science. 

It is coming into its own and the technical school 
has had no little share in bringing this change about. 

For my own satisfaction and for your information 
I am endeavoring to summarize the courses in heat- 
ing and ventilation in the various technical schools of 
the country and give you an idea of what is being 
done. Questionnaires were sent to 57 institutions. 
Replies have been received from 75 per cent of these. 
Of the 43 replies received, 34 report courses in heat- 
ing and ventilating and 9 report no courses. Of the 
14 schools from whom no replies were received | 
have reason to believe that 6 have courses. Of the 
34 courses reported 6 are elective and 28 are required 
Of the 34 schools the hours allowed for any one school 
are: 

Maximum. 


Recttation amd Pectere. ....cccccsc csc estdeecee’s 72 
Laboratory and. drawing. ............ceecseess 107 
SR, ide ic us Cah euonnwen euekewedas some 


This does not include one school which we will 
call A, which gives options in each of the four years, 
totalling respectively 144, 324 and 312 hours. 


Minimum. 
Recitation and lecture................cccceeees 9 
Laboratory and drawing...................00. 3) 
Ee ee ener er. eee oO 


4verage for Schools. 
Recreation and lecture (34 schools including Schoo! 


Me svwiienakasseeeeacasecauieadnaee 36 hours 
Laboratory and drawing (25 schools including School 

HD ~esesndsuncvenaasaldcahacaieas 51 hours 
Outside work (10 schools including School 

| revrrrerer reer rere.) ae Pe oe 81 hours 

Courses ‘Inéluding ~ 

WORRIED gai ib as cvcccs peeve Te 30 
Furnace heating ~ . .. .... 2:0 Sums Bide od oi o.sch be 31 
Steam: and water heating.........6.4.6..00ee0- 33 
pO | ee re ae 30 
CEE Te Is on osc ccscccccsvuse sess 25 
Bdoctric MenGe 6. osiig soe oo bh Meeks gona ki 13 


Central station heating, one of the more recent sys- 
tems to be developed and one of the most localized 
in character is represented in 74 per cent of the 
courses reported. 

The field of heating and ventilation, with all its 


_ present cultivation, is as yet but superficially touched 


by experimental re-search. For a number of years 
engineers have been developing more consistent and 
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workable theories but these theories were more or less 
speculative without actual experimental data to check 
them. 

In the general progress of the art the time has come 
to confirm or change our theories and in response to 
this appeal the research laboratories of the country 
are being offered and their energies coordinated so as 
to reach all parts of the field. 

I feel called upon to express my gratification at the 
spirit of cooperation existing among all forces avail- 
able. All seem determined that the greatest amount 
of public satisfaction and good may be obtained from 
the least expenditure of national resources. 

In this work the universities have done good service 
and are now planning closer cooperative effort that 
there may be the broadest scope to the work with the 
least amount of duplication. 

The shortage of fuel and supplies, and the uncer- 
tain labor market have not only curtailed but, in many 
cases, actually put out of business industries that 
should have been maintained. 

This is an unfortunate state of affairs, but we con- 
fidently believe that with the gradual settlement of 
our flood of economic difficulties following the war, 
district heating problems will also be solved satisfac- 
torily. 

Some of these problems are administrative and the 
schools can serve but indirectly, but in those technical 
production and service problems that lend themselves 
to experimental and theoretical analysis they are go- 
ing to assist to the limit of their ability. 





Constructs Every Detail 
With Much Care 


Every detail of construction of the Round Oak 
Moistair Warm Air Heater, shown in the accompany- 
ing illustration, is made to insure the economical op- 
peration and the healthfulness of the warmed air 
produced by its warm air heater, declare the manu- 
facturers, the Beckwith Company, Dowagiac, Michi- 
gan. Above all, the warm air heater shown in the 
illustration herewith 
is leak-proof. Every 
crack is firmly join- 
ed so that no air or 
smoke can _ possibly 
get through, state 
the manufacturers. 
The base ring of the 
Round Oak Moist- 
air Warm Air Heat- 
er is solidly built 
and will properly 
sustain the weight 





Round Oak Moistair Warm Air Heater, Of the heater as 
Made by The Beckwith Company, . 
long as it lasts. No 


Dowagiac, Michigan. 

brick or other sup- 
port is necessary to aid this part of the heating sys- 
tem perform its function. The bottom, sides, and 
door frame are cast in one piece. There is no joint 
around the door frame. In all its details the ash pit 
is so constructed on the warm air heater depicted 
herewith that the removing of ashes is not a dirty job 
whatever. 
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Viewed from the economical side of operating a 
warm air heater, the formation of the fire pot is a 
vital factor. To insure the proper burning and the 
adequate combustion of the fuel, the fire pot must be 
constructed upon scientific principles. Coal burns a 
great deal better in a deep and narrow receptacle than 
it does in one which is broad and spread out. Where- 
fore, the fire pot in the Round Oak Moistair Warn: 
Air Heater is accurately designed to insure the ef.- 
ficient burning of the fuel. The horseshoe, seamless 
radiator in this warm air heater, is a feature which 
should gain the attention of all dealers. Being cast 
in one piece, it is strong. It has two clean-outs which 
are conveniently placed. The heat travels through 
this radiator uninterrupted and warms a large volume 
of air. An automatic humidifier of simple mechanical 
construction is installed on the Moistair Warm Air 
Heater. To dealers who value the healthfulness of 
humidified air, this contrivance on the Round Oak 
Moistair Warm Air Heater will especially appeal. Re- 
cently the tendency has been to emphasize this phase 
of warm air heating as a decided advantage over all 
other systems of heating. It is difficult, if not im- 
possible, to provide adequate moisture to the air by 
means of heating plants other than warm air heaters. 
The manufacturers of the Round Oak Moistair Warm 
Air Heater show good judgment by providing an es- 
pecial apparatus for the supplying of vapor to the 
warmed air, thus insuring the healthfulness and the 
heat retaining qualities of the atmosphere in the home. 
There are many other details of construction in the 
Moistair Warm Air Heater which have not been de- 
scribed here and which could be studied with advan- 
tage by installers. However, a catalogue completely 
picturing and describing the Round Oak Moistair 
Warm Air Heater can be obtained by writing to The 
Beckwith Company, Dowagiac, Michigan. 





Defines a Hygrometer 


Several times inquiries have been made within the 
past few weeks as to the precise meaning of the word 
“hygrometer” used frequently in these columns. 

This and many related questions are clearly an- 
swered in “The Ventilation Hand Book,” by Charles 
L. Hubbard. 

“A hygrometer is a device for determining the hu- 
midity of the air from direct readings, without mak- 
ing computations. A common form consists primar- 
ily of wet and dry bulb thermometers. The evap- 
oration from the moist wicking attached to one tends 
to cool it in proportion to the rate of evaporation. 
As this rate is dependent upon the amount of moisture 
already in the air, the readings of the two thermome- 
ters serve to determine the relative humidity, which 
may be read directly from the scale on the vertica! 
cylinder between the two thermometers. 

“The numbers at the top of the columns on the 
cylinder indicate the differenec in temperature be- 
tween the two thermometers. The smaller figures be- 
neath are the relative humidities, any value of which 
for a given difference may be read opposite the wet 
bulb temperature reading on the central plate beside 
it.” 
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Practical Helps for — 


No Two Jobs Are Exactly Alike. 


Metal Worker Has to Meet 
Send Your Preteme to Us. 


Therefore, the Sheet 
Each Difficulty as It Comes. 
Let Our Experts Help You. 





RECTANGLE TO ROUND 


ON AN ANGLE 
By 0. W. Kothe 


Replying to the inquiry of Thomas C. Kane, Battle 
Creek, Michigan, for the layout of the above transi- 
tion, the enclosed drawing will show the procedure. 

The inquiry does not state whether the round end 
is to be made to a circle, or if it is to join to an 
angle. I take it that the problem is to be developed 
to a circle, and if this is not so, then do it as we 
have it here; fit your angle on, with miter line to 
bisect the angle. Then develop the angle first and 


use the miter line girth of the angle as girth for 
transition. In such case the section A would not be 
drawn on the miter line as in this case, but square 
with the angle, and the lines would be projected into 
the miter line. 

But in this case, first draw the elevation to suit 
the size and angle you wish. Then draw section A 
and B and draw the triangular lines of elevation. 

To set out the true lengths, pick the lines from 
elevation and set them on base line b’ 4 of diagram. 
Make b’-a’ equal to a-b of B and on the other end 
of points erect lines to suit those sectional lines in A, 
thereby giving the points for drawing the true lengths 
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Pattern for Rectangle to Round, with Round End on an Angle. 
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as shown in the drawing of the pattern. 

The pattern is set out the same as any ‘ordinary 
transition, making a-b equal to that side line of B 
and then pick true length a’-1 from diagram—strike 
and cross arcs as in point 1 in pattern. Then pick 
the girth spaces from A and strike the small arcs in 
pattern, and cross these with true length of similar 
number. Continue in this way until points 4-4’ are 
established, and then pick a-b from B and strike small 
arcs. as.at a and d in pattern. Pick side lines of 
elevation which are true lengths, and using 4 and 4’ 
as centers cross arcs as at a and d. This enables 
tracing the outline of pattern. Laps must be allowed 
extra. 





German Tin Plate Outlook and 
Price Agreements 


Acting Commercial Attache Henry F. Grady re- 
ports from The Hague, Netherlands, that in order 
to relieve the acute situation in the tin plate and de- 
pendent industries, the German Government authori- 
ties have agreed to supply somewhat larger quanti- 
ties of coal to the tin plate mills, which are endeavor- 
ing to augment the home supply by the import of 
foreign coal. 

For the tin plate taken over by the Ministry for 
Economics (chiefly for foodstuff containers) the 
prices are being regulated by agreement and are at 
present as follows: 

For the most salable kinds, IIIc 692.75 marks, and 
II 636.25 marks per box, plus 2 per cent merchants’ 
commission and 20 marks for packing. (New York 
exchange for the mark is $0.0258.) 

The prices for any quantities not claimed by the 
Ministry for Economics are raised in proportion to 
the increased costs of production caused by the. use 
of foreign fuel. 





Combines Eave Spout Outlet 
With End-piece 


A convenient device for tinsmiths, which saves time 
and labor, is the combined eave spout outlet and end- 
piece, depicted herewith, 
manufactured by the Ajax 
Bracket and Outlet Com- 
pany, Cleveland Heights, 
Ohio. 

The illustration shows 
the inside view. The open- 
ing is large and, it is 
claimed, will not clog up. 
No soldering is said to be 
necessary. The device is 
stamped in one piece. 

According to the manu- 
facturer’s directions, a half 
circle is snipped from the end of the trough in order 
to place the outlet. Then one of the upright wings is 
bent to conform to the roll of the trough and slipped 
into it as far as it will go. 

Prices and full particulars will be supplied on re- 
quest to the manufacturers, the Ajax Brackét ‘and 





Combined Eave Spout Out- 

let and End-Piece, Made by 

Ajax Bracket and Outlet 

} gaat Cleveland Heights, 
o. 
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Outlet Company, 3901 Parkdale Road, Cleveland 


Heights, Ohio. 





Wants to Know How to Cut 


Full Size Pattern’ 


A good way to help yourself is to help others. By 
giving the benefit of your knowledge to assist x 
brother contractor or mechanic, you get a chance to 
improve that, knowledge. 

You are, therefore, doing yourself a favor as well 
as a favor to a fellow craftsman when you take the 
trouble to help him work out such problems as that 
presented in the following letter: 

To AMERICAN ARTISAN AND HARDWARE REcorD: 

Will you please ask some of your readers if they 
will kindly show me how to cut full size patterns for 

















Quart Measure With Funnel Spout. 


one quart measure and funnel spout, as shown in the 
accompanying picture. 

I should like to have the drawings and method of 
making the patterns as simple as possible. 

I am so sure that this request will not go unan- 
swered that I thank you and your kind readers in 
advance for helping me out. 

Yours truly, 
“SNIPS.” 
Newburgh, New York, July 17, 1920. 





The Standard of Work Fixes the 
Standard of Living 


In our complicated society it is not always easy 
to see how economic laws work. Nevertheless it 
should be sufficiently clear that the standard of work 
fixes the standard of living with us just as every 
school boy knows that it fixed the standard of living 
for Robinson Crusoe on his island: what Crusoe pro- 
duced he could consume, had he failed he must have 
starved. 





The Berkshire Steel Products Company of Bridge- 
port, Connecticut, will erect a brick and steel, two- 
story, 53x150 foot warehouse to cost $50,000. 
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Annual Convention Master Sheet Metal Contractors’ 
Association of Ohio Shows Spirit of Team Work. 


Did you ever see a_ skinny, stooped shouldered 
bookkeeper on a vacation trying to lift a three hun- 
dred pound load? . 

His pallid face becomes the color of a ripe beet 
out of “Dolph” Munkel’s garden in Columbus. 

You can hear his joints crack at the knees and the 
ankles. If you had a very accurate draftsman’s slid- 
ing rule you might be able to measure the infinitely 
small distance that he is able: to move the load. 

But, if the three -or four- other office-weakened 
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chaps take hold of the load with him at the same time 
they can lift it without losing the delicate pallor of 
their occupation. 

That isn’t just the way 7Esop would write a fable 
of cooperation. But it tells the story of what can be 
done by working together, and it shows in a small 
way the big things which can be and have been done 
by the Master Sheet Metal Contractors’ Association 
of Ohio. 

In fact, considerable space and printers’ ink could 
be saved by using the word team-work as an abbre- 
viation for the name Master Sheet Metal Contrac- 
tors’ Association of Ohio. The whole account of the 
Annual Convention of the Association held July 20, 
21 and 22, 1920, in Hotel Secor, Toledo, Ohio, could 
be boiled down to the single expression team-work. 

The most enthusiastic lodge of Masons that ever 
gathered in the East never displayed the degree of 





brotherhood that was manifested in the annual gath- 
ering of the sheet metal contractors of Ohio. 

When the delegates and their friends settled back 
into various comfortable postures at the opening ses- 
sion, everyone felt the magnetism of fellowship. 

William J. Martin, President of the Toledo Local, 
opened the convention with a few words of friendly 
greeting and introduced John Weigel, President, Na- 
tional Sheet Metal Contractors’ Association of Ohio, 
who called the convention to order. 

The Honorable Cornell Schreiber, Mayor of To- 
ledo, was listed on the program for an address of 
welcome. He was unable to be present, however, 
because he was busy with a street car meeting. He 
sent as a substitute, Mr. Buell of the Legal Depart- 
ment of Toledo, who made the address of welcome in 
his stead. 

A clever business talk was given by Warren J. 
Griffith, ex-President of the Toledo Chamber of Com- 
merce. Mr. Griffith pointed out the need of high 
thinking and unselfish action on the part of every 
citizen in order to bring about a sane and peaceful 
solution of our industrial difficulties. 

At the suggestion of Arthur P. Lamneck, Presi- 
dent.of the National Association of Sheet Metal Con- 
tractors, delegates from the various towns of Ohib 
were asked to give a summary of business conditions 
in their localities. 

It developed that the majority of them were hav- 
ing the same trouble, namely, scarcity of skilled help. 
It was agreed to that locals of the National Associa- 
tion in other states be requested to send sheet metal 
mechanics looking for work to the various shops in 
Ohio where shortage of skilled mechanics was so 
acute. 

Tuesday afternoon’s session came to a close with 
more or less informal talks about the trade in Ohio. 
The frankness with which the various delegates pre- 
sented their problems and disclosed their methods for 
increasing business was a heart-warming evidence 
of cooperation deserving of the widest imitation. 

At 4:30 o'clock, the delegates and visitors and their 
ladies met in the lobby of Hotel Secor for an auto- 
The chief 
points of interest were visited and admired. The 
crowd assembled at the Art Museum for a conven- 
tion photograph. 

In some parts of Ohio today there is weeping, and 


mobile trip through the city and suburbs. 


gnashing of teeth, and putting on of sack cloth and 
ashes, and mourning that refuses to be comforted. 

The reason is that some of the delegates had the 
supreme misfortune to be separated from the main 
gathering at the Art Museum, and, therefore, did 
not get into the canvention photograph. 

In the evening at 7:30 o’clock, a dinner and enter- 
tainment were given at the Chamber of Commerce, 
top floor Nicholas Building. The program including 
songs, card tricks, ventriloquism, and amusing stunts 
which served for the time being to make the sheet 
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metal contractors forget the rising prices of solder, 
zinc, copper, and galvanized sheets. 

There will be no increase in the price of cabbage 
in Toledo as a result of the evening’s entertainment, 
because the cigars furnished to the men were made 
of genuine Florida Sumatra wrappers and long Ha- 
vana fillers. 

Wednesday, July 21, 1920. 

After receiving reports of various committees, 
Wednesday morning’s session began with an address 
by Arthur P. Lamneck, President National Associa- 
tion of Sheet Metal Contractors. Every sentence of 
his speech was a prize package. President Lamneck 
knows how to get one hundred per cent value out of 
every word he uses. 

He called attention to the fact that, although Ohio 
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According to President Lamneck, the reports of 
the National Convention published in trade journals 
are immensely instructive. He counseled the sheet 
metal contractors to read the reports carefully, to 
study the speeches, and addresses and to apply the 
suggestions derived therefrom to the betterment of 
their business. 

Sheet metal contractors have appetites to satisfy, 
homes to maintain, taxes to pay, gasolene to buy, and, 
in short, must live as decently and comfortably as 
other men of business. In order to do so, they must 
get sufficient return from their efforts. 

President Lamneck, therefore, urged the sheet 
metal contractors when estimating on jobs to be sure 
to take in all overhead expenses. In addition to fig- 
uring just the actual cost of materials, overhead 

















has the largest membership of any state sheet metal 
contractors’ association, there are two thousand sheet 
metal contractors in the state who should be affiliated 
with the Association. Therefore, he urged that a 
strong membership campaign be carried on for the 
purpose of gathering all into one fold. He said that 
the hardware associations had ninety-five per cent 
of the dealers in their organization and there was no 
reason why sheet metal people could not do as well. 

President Lamneck is a strong believer in the value 
of study for the betterment of the craft. He re- 
ferred to the work of Professor Willard and his staff 
at the Research Bureau, University of Illinois. He 
advised members to read the trade journals which 
publish reports of the research work. 

The purpose of the research work, he said, would 
be defeated and the money spent in experiment and 
investigation would be wasted if the results were 
not brought to the attention of sheet metal contractors 
and put into practice. 

Many sheet metal contractors, he declared, sub- 
scribed for trade papers. But, unfortunately, some 
of them don’t even take the wrappers off the journals 
when they come to their shops. or homes. This was 
just as foolish a waste of opportunity and values as 
if they received packages of one thousand dollar bills 
from the United States Treasury and left the wrap- 
pers on the packages and threw the packages into 
some corner of their desk or shop to gather dust in- 
stead of using them. 


should include interest at six per cent on investment, 
rent, auto truck, or other delivery expense, office force, 
insurance, taxes, stationery, light, heat, telephone, 
dues to trade organizations, depreciation of buildings 
and equipment, charity, and loss on labor going to and 
from the job. 

He called special attention to the resolutions 
adopted at the recent National Convention in Peoria. 
Illinois, on the labor problem and on the question of 
a vigorous campaign in favor of sheet metal roofs as 
against dangerous wooden shingles. 

An extremely clever and instructive address on 
“How to Make Success of Sheet Metal Art,” was 
then delivered with blackboard demonstration by J. 
C. Greenberg, of Steelcote Manufacturing Company, 
St. Louis, Missouri. The text of the address is here- 
with reproduced in full: 

Address on “How To Make Success of Sheet Metal Art” 
by J. C. Greenberg of Steelcote Manufacturing 
Company, Delivered July 21, 1920, to the 


Convention of Ohio Master Sheet Metal 
Contractors’ Association, in Toledo, Ohio. 


I, as you all know, am a salesman. There is nothing which 
so pleases me as to talk about selling goods. I suppose if I 
were to tell you that you are all salesmen you probably would 
rise to correct me and say that you are sheet metal men. 
This would only be true in part. You are salesmen function- 
ing in sheet metal art. Right here let us see what art is. 

Art is the skillful application of science, and science is 
organized facts in any endeavor. Therefore, to be a sheet 
metal artist you must know the organized facts about your 
business. The more you know and practice the better an 
artist you are. This is why sheet metal art is far above tin- 
ning. Or in other words, the tinner is not an artist. 
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You Are Working for the Public. 


Suppose I were to ask you “Whom are you working for - 
you would promptly say that you are working for yourself. 
That you are a “boss tinner,” because you employ men. Wrong 
again! You are not working for yourself. You are working 
for the public. The public is your boss. It can make you or 
break you—it depends on what kind of service you render. 
Yes, gentlemen, the public is the judge and jury as far as 
your are concerned as a business man. The public is your 
boss just the same as you are the boss of your men. If a 
journeyman falls down on his job—you fire him—and likewise 
if you fall down on the job with the public—the public fires 
you, and good night business. 


The great question then is, how can we as business men 
please the public ? The answer depends on yourself. You 
will get out of the public—just what you give it—no more 
and no less. This is the natural law of compensation. 

We All Want Success. 


All human beings are very different from one another as 
a class. Every man has different ideas, different opinions, 
different judgments, different politics and different kinds of 
religions. But only in one respect are we all alike. There is 
only one thing in which we all tally—that is—we all want to 
succeed. Everybody wants success, because success is the 
realization of the worthy ideal we cherish. In order to suc- 
ceed we must serve right. He who serves best profits most. 


Failure Is Success Gone Wrong. 


Now then, since we are all alike in this one respect we can 
all adopt the same medicine as a cure. Failure is success 
gone wrong. Do you get that? To kill failure is to be 
successful. If a business man wants to succeed, he must 
establish confidence. Confidence is the bed rock of successful 
business—now listen well—confidence can only be established 
by knowing facts concerning your business. Remember, I 
said a few minutes ago that you must know all the organ- 
ized facts about your business in order to succeed. When you 
tell a customer the truth, and show him undisputable facts he 
has a confidence in you, because the truth is undisputable. 
No man ever lived who could turn the truth into a lie. 


Reliability is the cornerstone of human character. One 
must be reliable to succeed. No matter how much intellect 
you may have, how much knowledge of your work you may 
have, how much money you may have—if you are not re- 
liable—you are a gifted crook . I say this, gentlemen, without 
fear. I can take any of you to Columbus and show you 
hundreds of men who are intellectual, physically strong, and 
even have great will power—but they are not reliable—that 
is why they are in Columbus—in the penitentiary. 


Keep Your Promises. 

If you make a promise to anybody keep that promise. A 
bad job to a customer is a broken promise. A bad job is 
bad conduct, and bad conduct cannot inspire confidence. There 
are three things which enter into the field of successful busi- 
ness, and they are quantity of work—quality of work and 
right mode of conduct. When these three elements are pres- 
ent, you need have no fear of competition whatever. These 
three elements constitute the principle of perfect service, and 
no one can ask for more—because there is no more to give. 

When you give the right quantity of work—the right quality 
of work, and right mode of conduct you have fulfilled your 
obligation with God and man, 


Gives Clever Definition of Competition. 

What is competition? Some of you will say that competi- 
tion is price. It is no such a thing. Competition is a battle 
of facts. If your competitor has a bettter stock of facts he 
is in a position to hold the customer’s attention longer. He 
can interest him better—because he has more trumps in his 
business proposition than you have. That is all. The business 
man who runs out of facts must as a matter. of self 
preservation attack the figures of his competitor. His ig- 
norance of his business has caused him to resort to underbid- 
ding because he has no other defense to offer. The poor boob 
must pay for his lack of knowledge with his profits. What 
else can he do? The underbidder is an animal who seeks to 
rob the customer of good service, or rob the house he deals 
with of the amount of his indebtedness. He has no other 
alternative, because if he does work without profit he has 
no money left to pay bills. Non-payment of bills is unreliabil- 
ity, and unreliability is failure. There are no two ways 
about it. 

Of course he may pay his bills—but he will starve to 
death. Either way you look at it, it spells failure. 


Underbidding Is a Sign of Weakness. 


Alwavs remember this—the underbidder is always an ignor- 
ant business man, and ignorance is weakness. Never fear a 
weakling, rather pity him. All you have to do is to get facts 
—use them—and success is yours. There is dignity in pride. 
There is dignity in good work. There is satisfaction in suc- 
cess. Success is impossible without profit. 

What then is profit? Profit is the excess of money over 
the cost of production and selling—providing the difference is 
worth it to your customer. Just stop and think over this last 
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statement—providing the difference is worth it to your cus- 
tomer. Overcharge is a bad evil, and has ruined more business 
men than poker has. Remember this—profit does not mean 
graft—it rather means, income through good and efficient 
service. The better the service the better the profit. If you 
serve well, the profit will take care of itself, because profit 
is the effect—and service is the cause. Where there is cause 
there must be effect. This is a law of Nature, and not one 
of you is smart enough to beat it. It can’t be done. 
Gentlemen, it takes a pretty brave man to succeed in busi- 
ness. It is not a coward’s game—it is not an underbidders’ 
game. It is not a lazy man’s game, nor a fool’s game. 


Service Is What the Public Wants. 


It is the survival of the fittest every time. Many men fail 
in business because they are not brave enough to know that 
service is all that the public wants. Service in business is 
like fire is to heat. Little fire—little heat—more fire—more 
heat—great fire—great heat. Little service, little profit—more 
service, more profit—great service, great profit. 

No man ever lived who ever has reached the limit of knowl- 
edge of his business. The new facts come up faster than 
they can be learned, therefore keep alive to the facts which 
are essential to your business. Banish fear—forget your com- 
petitor as far as business is concerned—but be friendly with 
all men in your line. Bring your knowledge up to such a 
point of perfection that you will have a hand full of aces 
and be able to last longer than your competitor. The last 
man will show endurance. Do not cheapen your reputation 
by selling your services at a cheap price. You have slaved a 
lifetime to build your reputation, and this is worth money to 
those who want it—because it is an insurance of good and 
faithful service based upon organized facts. Any man is 
worth just what price he himself places upon his services. 

Cheap man—cheap price, cheap service, cheap reputation. 
Good man—good price, good service, good reputation. To 
which class will you belong? Will you be the master or the 
slave? Efficiency is the thing—and you can not be efficient 
unless you have the knowledge of your business. 

Confidence Implies Reliability. 


The efficient man is he who does the right thing at the 
right time in the right way in the right place and in the right 
spirit. This is reliability, and unless you are reliable you are 
soon to give in to failure, because you can not establish 
confidence without reliability. 

I have mentioned organized facts several times, but did not 
say how these facts are attained. Where do we get facts? 
There are catalogs, trade papers, public libraries, salesmen, 
and best of all association. Each of these avenues is valuable 
to the extreme. Do you use these avenues of knowledge in 
your business? Now be careful what you say—I have Seen 
hundreds of sheet metal men who never open up a trade 
journal to see what it contains. I know many sheet metal 
men who do not know beans about the latest things in the 
trade journals. 

They tell me that they have no time to read. Good lord— 
these men try to make me believe that they have no time 
to know their business, and to improve their service. Can 
you beat such a foolish road to business suicide? Just imagine 
the sadness of it all. The mail man brings these good things 
to his door, and they rot in their envelopes. No wonder some 
-_ metal men are failures, they turn down organized 
acts. 


Reputation Grows With Knowledge. 


The sooner they wake up to the fact that knowledge is 
power, the sooner will they get out of the tea kettle and 
wash boiler line, and get real profitable work. The customers 
will not have the nerve to ask you to fix a ten-cent leak, be- 
cause your reputation has grown with you knowledge. You 
know this is true, and I need not dwell longer on this point. 

Now then let us take up the subject of reliability for a 
few moments. I want you to believe me when I say that 
reliability is not a matter of intellect. You do not have to 
be a college student to be reliable. A plain fool may be 
reliable—and a real intellectual man may be a crook. Let 
me explain just what constitutes reliability. 

First, we must have the spirit of service in our heart. Then 
around this we must have the strengthening elements which 
are—faith—courage—responsibility—temperance — truth—jus- 
tice. 

Have Faith in Your Goods. 


You must have faith in your goods, yourself and your fel- 
low man. You must have courage to render efficient service 
to your customers, you must have that feeling of responsibility 
which will have a tendencey to elevate you and your work, 
you must be temperate in your daily life by controlling your- 
self, your family and your help—you must be truthful to your- 
self and your customer. A job gotten under a lie, is a nail 
in your business coffin, you must be just to your creditors, to 
your help, to your profits and to your competitors. When you 
can do these things well—you will then be reliable. Many 
of us do these things, many try to do them, but I want to say 
right here that the man who does these things the best is 
the most reliable and the most successful. 


There is nothing hard about this formula for success, there 
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is nothing impossible about it, in fact all of you know these 
things as facts but you have not organized them as I have 
done, that is all there is to it. You must organize your busi- 
ness as a marshal organizes his soldiers. When you have 
done this—-you will be successful in sheet metal art. 


Wednesday morning, the women folk enjoyed a 
shopping tour and exchanged exclamations over won- 
derfully embroidered tricollete Betty b‘ouses, ad- 
vanced models of fall hats, after-dinner Abalone 
rings in quaint silver designs, wonderfully beaded 
bags, and refused to be awed by the stately floor 
walkers of Toledo’s department stores. 

Luncheon was served to them in the beautiful pri- 
vate dining room at LaSalle and Kock’s department 
store. After which they went directly to the White 
Star Line Dock foot of Madison Street, where they 
joined the men for an afternoon boat ride to Sugar 
Island. The ride took six hours. It was a won- 
derful trip enlivened. with good music and brisk danc- 
ing. 

Thursday, July 22, 1920. 

The convention went into executive session at 9:30 
Thursday morning and listened to. an informative 
address by J. H. Lamneck, of the Industrial Com- 
mission of Ohio. Besides the honor of being con- 
nected with so important a department of the state 
of Ohio, he is the youngest of the Lamneck boys. He 
has been a close student of the sheet metal industry 
and, therefore, was able to draw from a big fund of 
technical knowledge as well as practical experience 
in the craft. 

He was followed by R. E. Taylor, who spoke on 
furnace installation and made an eloquent plea for 
greater accuracy and more attention to the require- 
ments of each installation as an individual, distinct 
piece of work requiring to be figured out on its own 
merits. 

A spirited and helpful discussion then took place 
on various topics presented to the convention through 
the Question Box. There was considerable argument 
on the subject of raising the dues of the Association. 
The matter was referred to the Advisory Board with 
suggestions that a sliding scale of dues be put into 
effect ranging from five dollars for the contractor em- 
ploying five men, to fifty dollars per year for con- 
tractors employing fifty or more men. The question 
of hiring a paid secretary was also referred to the 
Advisory Board. 

A hearty vote of thanks was given to the Toledo 
Local for the splendid hospitality of its members. A 
resolution was also passed expressing the apprecia- 
tion of the Association for the cooperation of trade 
journals, contributing manufacturers and everybody 
who helpe J. 

The election of officers then took place resulting in 
the following choice of men for the ensuing term: 

President: ApoLpH E. MuNKEL, Columbus ; 

Vice-President: JouHN D. Gerxin, Toledo; 

Secretary: WILLIAM J. Katser, (re-elected), Co- 
lumbus ; 

Treasurer: W. J. BirMINGHAM (re-elected), Co- 
lumbus. 


Board of Directors. 
GEORGE THESMACHER, Cleveland; WILLIAM 


Stecnow, Cincinnati; WILLIAM E. MILter, Dayton, 
re-elected; and W. HeENSLEE, Zanesville; elected to 
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take place of John D. Gerkin, who resigned because 
he was elected Vice-President. 

The newly elected officers are popular in all parts 
of the state. They are friendly, warm-hearted men, 
full of enthusiasm for the interests of their craft, and. 
it is confidentially predicted, will carry forward to 
still greater success the past achievements of the 
Master Sheet Metal Contractors’ Association of Ohio. 





Conventionalities. 


Dayton was chosen as the place for next year’s con- 
vention. This does not surprise anyone who was 
present at this year’s gathering—especially, when 
Dayton has such ardent advocates as W. E. Miller 
and his charming wife, who certainly did admirable 
team-work in boosting their city. 

The Lamneck twins, W. E. and A. P., have ex- 
panded numerically by taking on a new recruit, J. H., 
the youngest of the Lamneck boys, who is with the 
Industrial Commission of the State of Ohio. He is 
as magnetic as his two big brothers. From now on, 
it is the Lamneck triplets. 

Mrs. J. D. Gerkins, Chairman of the Ladies’ En- 
tertainment Committee, and young Mrs. Schmidlam 
showed first-class generalship in keeping their force 
together throughout the convention. Mrs. Schmidlam 
was wearing a beautiful platinum bar pin just re- 
ceived from her husband as a first anniversary gift. 

Tom Peacock, Michigan and Ohio Representative 
of R. J. Schwab and Sons Company, was terrifically 
busy taking care of the ladies. 

M. B. Armstrong, of Thomas and Armstrong, Lon- 
don, Ohio, would be in imminent danger of immediate 
enlistment if political parties had the power to draft 
workers for their ranks. He is a past master of the 
art of giving the glad hand and making you like him. 

Louis Hirt, of Cincinnati, brought with him one of 
the youngest and most delightful visitors to the con- 
vention in the person of his eleven year old daughter 
whose girlish charms fascinated everyone. 

The W. E. Lamneck Company were 
twenty-one of the delegates and ladies at a luncheon 
following the close of the convention Thursday noon. 
“Dolph” Munkel, the newly elected President, sat 
at the head of the table. 

Isaac Stearns, of the Michigan Safety Furnace Pipe 
Company of Detroit, and his attractive wife spent 
Wednesday at the convention. Mrs. Stearns is a 
woman of unusual literary ability and gracious per- 
sonality. 

Frank Ederle, Secretary of the Michigan Sheet 
Metal Contractors’ Association, was present through- 
out the convention until Thursday morning when he 
mysteriously disappeared as the delegates were about 
to call upon him for a speech. 

W. S. Haney, of Portsmouth, Ohio, praised the 
hospitality of the Toledo Local and said that he would 
not have missed the convention for price of a carload 
of pure electrolytic copper. 

George Thesmacher, Chairman of the Board of 
Directors of the Master Sheet Metal Contractors’ 
Association of Ohio, did a lot of talking at the Thurs- 
day session when the topics of the Question Box were 
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under discussion. He always knows what he is talk- 
ing about and never fails to say something of value 
to other members. He is one of the most enthusiatic 
workers for the Association. 





It Pays to Study the Use 
of Grindstones. 


A good sheet metal worker, whether he is a me- 
chanic in a shop or owner of the business, can im- 
prove his usefulness to himself and to the trade by 
learning everything he can about the craft. 

The little things are sometimes more important than 
the big things in a trade. 

There is no special inspiration from on high, for 
instance, in regard to the. best way to do tool grinding. 

It has to be learned. 

The careful mechanic likes to have his tools in the 
best condition. 

If there is a grindstone in the shop, he ought to 
know how to get the most service out of it. 

Sometimes the boss lets him buy the grinding stone. 
In that case he ought to know something about the 
various kinds. 

For example, a stone having coarse, open grit will 
cut the most freely and remain true for longer time, 
but it will not last so long. 

Stones that have a close but coarse and hard grit 
are likely to become coated with the parts of the 
metal cut from the work. 

This difficulty can be overcome, however, by grind- 
ing a round iron bar of small diameter. The small 
area of contact acts to dislodge the particles and clean 
the stone. 

Another thing to remember is that the grindstones 
that are used wet should not be allowed to stand in 
the water when not in use. The reason is that part 
of tne grindstone immersed will absorb water and 
become harder than the rest. This will cause the 
hard part to wear less than the other part and thus 
throw the-stone out of true. 

Of course, the surface of stones used for sharpen- 
ing sheet metal workers’ tools should be kept as smooth 
as. possible, in order that uniform grinding may be 
accomplished. 





Jobbers’ Warehouses Are 
Help To The Trade 


The bygone days when the mills and consumers 
thought they must sell and buy direct is really a 
thing of the past, says H. E. Nickerson, of the Cong- 
don & Carpenter Company, Providence, Rhode Island. 
Occasionally you will find this obsolete class, but the 
up-to-date mills and consumiers almost universally 
agree that the jobber’s warehouse is the proper chan- 
nel through which efficient service can be given the 
user of the innumerable kinds of goods made from 
the raw materials of iron and steel. 

There was one great lesson taught during the late 
war, according to the testimony of hundreds of pa- 
triotic citizens and those who know, that an ever- 
lasting help toward winning the war were the ware- 
house stocks carried by the jobbers of this country. 
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President S. L. Orr, of the American Iron, Steel 
and Heavy Hardware Association, referring to job- 
bers’ warehouses, says: 

“I maintain that the recent steel strike was won 
in the final analysis through the warehouse stocks 
which enabled manufacturers, big and little, to con- 
tinue operations. Without these stocks to draw from, 
plants all over the United States would have had to 
shut down, and if there had been added these addi- 
tional idle men, the unrest in the then state of mind 
would have brought forth such pressure that even 
Judge Gary himself would not have escaped some 
compromise.” 


NOTES AND QUERIES. 


Information Bureau for 


Oar Subscribers. 


Russia tron. 
From George Bishoff Sheet Metal Shop, Marinette, Wiscon- 
sin. 
Please advise us where we can get 20 gauge Russia 





iron. 

Ans.—The Republic Metalware Company, 1532 

Wabash Avenue, Chicago, Illinois. 
Address of Norwalk Lock Company. 
From Reiche Brothers, Naperville, Illinois. 

Kindly give us the address of the Norwalk Lock 
Company. 

Ans.—They are located in South Norwalk, Con- 
necticut. 

Tile Roofing. 
From John F. Cartwright, 224 Main Street, Bowling Green, ; 
Kentucky. ' 

Can you tell me who makes tile roofing in red and! 
white ? 

Ans.—William H. Vallas, 2855-2859 West Lake! 
Street, Chicago, Illinois; Ludowici-Celadon Company, 
104 South Michigan Avenue, Chicago, Illinois, Mound 
City Roofing Tile Company, 3301 Morganford Roads 
St. Louis, Missouri; Murray Roofing Tile Company, j 
Cloverport, Kentucky. 

Angle tron. 
From George Bishoff Sheet Metal Shop, Marinette, Wiscon- 
sin. 

. We would like to know where we can purchase 
angle iron %x%4 inch. 2. Also where we can have 
these angles nickel-plated. 

Ans.—1. Scutly Steel and Iron Company, 2364 
South Ashland Avenue, Chicago, Illinois, can furnish 
the angle iron. 2. The American Plate-Enamel 
Company, Wabash Avenue and Twentieth Street; 
Ames Supply Company, 525 South Dearborn Street ; 
both of Chicago, Illinois, do nickel-plating. 

“Sandow” Tank Heater and Stove. 
From Roland Coleman, 174 Prospect Street, Painesville, Ohio. 

Kindly inform me who makes the Sandow tank 
heater and stoves. 

Ans.—A. Bradley and Company, Pittsburgh, Penn- . 
sylvania. 

Electric Signs. 
From Charles Shore, Shannon, Illinois. 

Could you give me the names and addresses of elec- 
tric sign manufacturing companies? 

Ans.—Thomas Cusack Company, Harrison and 
Loomis Streets; Federal Sign System, Lake and Des- 
plaines Streets; American Sign Works, 109 West 
Dearborn Street; all of Chicago, Illinois. 
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Sheet Metal Contractors and Salesmen of Michigan 
Have a Jolly Time at Their Annual Outing. 


Ball Games, Races, Vaudeville Show, Sight- 
Seeing Trip, Dancing, Banquets, and Laugh- 
ter Galore Combine to Make Everybody Happy. 


The transition was gradual from the cares of busi- 
ness to the frolic of the Fifth Annual Outing of the 
Michigan Sheet Metal Contractors’ Association, July 
16 and 17, sattle Creek, Michigan. 

Remnants of solemn thought were still in a few 


1920, 


minds before the festivities began. 

Two of the sheet metal contractors engaged in con- 
versation before the sight-seeing trip started from 
the Post Tavern, Friday, at 1:15 p. m., in Battle 
Creek. 

“John,” said the first sheet metal contractor, “] 
bet you $5.00 you can't repeat the Lord’s prayer.” 

“All right,” said John, “I’m on.” 

John then recited in 
a sing-song tone the 








“Now I lay 


me down to sleep, | 


words: 





pray—” 

“That's enough,” interrupted the first sheet metal 
contractors. “I lose. Here's your $5.00. I didn't 
think you knew it.” 

Before the afternoon sun had made much headway 
across the clear skies of Michigan, the other sheet 
metal contractors who had gathered for their outing 
had, for the time being, completely forgotten any 
prayer they ever knew. 

Just a moment brother! 

You don’t get us. 

We don’t mean to say that they became backsliders 
or tore up their membership cards in the various re- 
spectable church organizations to which they may 


belong. Var be it from us to say such a thing! 

They didn't throw off any moral restraints, break 
any speed laws, or smash any store windows on the 
trip. Merely they gave themselves up to the joy of 
the occasion, the charm of perfect weather, and the 


delights of good fellowship. 

sooth of the 
Metal Contractors’ Association at 
Miss 


Peckham, of Jones 


The Registration Michigan Sheet 


Post Tavern was 
in charge of 











Ederle Company, Bat- 
tle Creek, 
sented every woman as she registered with a box of 
chocolate covered cherries and generously invited the 
men to smoke all they desired at the local association's 


who _pre- 


expense. 

The chocolates were delicious, and the cigars were 
about three hundred and ninety-eight per cent better 
than one usually finds in a tin shop. 

Miss Peckham was charming and gracious toward 
all, and thus added subtle values to the gifts. 

The sight-seeing automobile trip was to Camp 
Custer, around the city and included a visit with J. 
L. Kellogg, the “original toasted cornflake man.” A 
trip was made through the plant and light refresh- 
ments were served followed by a very piquant vaude- 
ville show of home talent. 

Gus Landwehr, the Holland Furnace Man, of Bat- 
tle Creek, appointed himself a committee of one to 
take care of guests who arrived too late to accom- 
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pany the sight-seeing party. He drove them out to 
Camp Custer where they were fortunate enough to 
see General Wood review the three thousand reserve 
officer training camp boys. 

The Battle Creek Local of the Michigan Sheet 
Metal Contractors’ Association were the hosts of the 
Fifth Annual Outing of the State ( Irganization. They 
spent their money as sailors on shore for the first 
time after a three year whaling trip. Their generos- 
ity was not only in their lavish expenditures for the 
occasion, but in the still greater riches of their warm 
hearted comradeship. 

Everyone in attendance at the outing was given a 
big book of coupons for the different rides and shows 
at Goguac Lake Amusement Park. 

In the evening at 6:45 o'clock a banquet was given 
at the Post Tavern, Battle Creek. Two hundred and 
fifty persons sat down to a generous spread of good 
things to eat—served 
with a smoothness be- 











yond criticism. | 





Harry Strong, of 
Strong-Barker Hardware Company, Battle Creek, 
opened the entertainment by asking all to rise and 
sing “Pack Up Your Troubles In Your Old Kit Bag,” 
and other gloom-dispelling ditties. 

He introduced H. E. Doherty of the Safety Fur- 
nace Pipe Company of Detroit as Toastmaster of the 
evening. 

Mayor Ryan, of Battle Creek, was on the program 
for an address of welcome. He was called away, 
however, and sent as his substitute Attorney Wag- 
ner, who gave a brief, but pleasant, speech of wel- 
come. 

The Yeoman Trio entertained with exceptionally 
good music. 

Attorney Henry Jacobs gave an address in which 
he eulogized Frank M. Brockett, founder of the 
Local and State Sheet Metal Contractors’ Associa- 
tion of Michigan. 
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He told 2 number of clever stories, one of which 
concerned Lon Shouldice, of Shouldice Brothers Com- 
pany, Battle Creek. 

“Lon Shouldice had just sold a bill of goods to an 
old Indian at the reservation near Battle Creek,” he 
satd, “and had made a special trip to collect his 
money. The Indian handed him the money but in- 
sisted that Lon give him a receipt. 

Lon, however, would rather figure a complicated 
sheet metal job than waste his time on such trivial 
matters as writing receipts. Lon objected to giving 
him a receipt. The Indian insisted. Lon became im- 
patient and told him he didn't need a receipt as he, 
Lon, had the money and would not want to collect 
again. This didn’t suit the Indian at all and he in- 
sisted : 

“*You give me receipt. | want receipt. Injun 
dies, St. Peter say, Injun were you honest man? You 
pay yours debts? I say yes. He ask for receipts. 
You no give Injun receipt and Injun got to hunt all 
over h—1 for Lon Shouldice. Me want receipt now.’ ” 

Harry Strong elicited applause which tore cracks in 

the ceiling by his won- 
derful whistling of 











Dvorak’s Humoresque. 
For encores, he 
whistled “Bubbles” and “Till We Meet Again.” He 
proved that working with sheet metal does not by 
any means deprive a man of the finer graces of life. 

The last address on the program of the banquet 
was by the Honorable C. L. Glascow, candidate for 
Governor of Michigan on the Republican ticket, and 
a good straightforward hardware man. He paved 
his way into the good graces of the banqueters by 
witty stories. 

The folks then adjourned to the Bridge for dancing 
and to the Blue Room for card playing. 

The Battle Creek Local was ably assisted in its 
pleasant work of entertaining the sheet metal con- 
tractors and their ladies by the Traveling Men’s Aux- 


~ 
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iliary of the Michigan Sheet Metal Contractors’ As- 
sociation during the course of the evening. 

It was after 1:00 o’clock in the morning before the 
various dancing and card-playing parties dispersed in 
search of slumber. 

Saturday morning was devoted to a ball game be- 
tween employes of Kalamazoo and Battle Creek, at 
the League Grounds, Goguac Lake. The game was 
won by Battle Creek with a score of thirteen to six. 
The ball game was exciting. A number of sensational 
plays were made which would have set any National 
League bleachers in a side-splitting uproar of ap- 
plause. 

The line-up ofthe teams may not be quite as 
familiar to readers of daily newspapers as that of the 
Tigers or Cubs, but it represents top notch baseball 
material of the sheet metal trade. 


Lineup of Teams. 


Battle Creek. Kalamazoo. 


ee Fred Kellerman Temple 
i errr Frank Iden De Weerd 
Ist bese......i... Ed Sherman Ver Muelen 
Mee BOSE... «<0 50 Herbert Sootzman Bear 
ere Glenn Farnum Truistram 
Right Field....... Harry Allerton _ McGuire 
Ler Pield....... R. Shouldice De Young 
Centre Field..... Ward Shouldice Schrier 
Short Stop....... Herbert Shouldice Hickey 


At noon 1 box luncheon was served. Each one on 
the ground received a box of luncheon. The con- 
tents evidently were selected by men because there 
was a super-abundance of cream puffs, lady fingers, 
chocolate eclairs, and the like. For dessert there were 
sandwiches and lemonade. 


' At 1:30 p. m. began an hour's vaudeville show. It 
was lively as a cricket, and good enough to be staged 
in a first class theatre. 


| Then came the various races and contests. 

' The sack race for employes, of which the prize was 
a pair of snips, was won by George Lowder, Marshall, 
Michigan. mm Os 

W. C. Lusk; of Battle Creek, and George Lowder, 
of Marshall, were the winners of two yearly sub- 
scriptions to Sheet Metal, which were the prizes for 
the three-legged race for employes. The prize of a 
safety razor for the fifty-yard dash for travelers went 
to N. L. Pierson, Jr. 

‘ Mrs. H; B. Martin, of Lansing, gained the prize 
of a silk umbrella in the ladies’ ball-throwing con- 
teat. 

A strong and serviceable inner tube, which was 
the prize for the fat man’s race (200 pounds or over) 
was won by Gus H. Landwehr of Battle Creek. 

The combination race for everybody carried two 
prizes, namely, a casting rod, which was won by Mr. 
McGuire, of Kalamazoo, and a percolator, won by 
Mrs. Gus Landwehr, of Battle Creek. 

. The employers won the tug-o’-war, between em- 
ployes and employers. _ There were sixteen on each 
side. A box of cigars was the prize. 

Adam Schepper, of Bay City, Ex-President Mich- 
igan Sheet Metal Contractors’ Association, won the 
match foot race; the prize was a flashlight. 

' Active members from Lansing, Saginaw, and Flint 
formed a baseball team which played against active 
members from Battle Creek, Jackson, and Kalama- 
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zoo. The score was thirteen to fourteen in favor of 
the team made up of members from Battle Creek, 
Jackson, and Kalamazoo. The winners acquired tem- 
porary ownership of the Loving Cup held by the Sag- 
inaw Local. 

Many other prizes were distributed throughout the 
afternoon, including a lady’s hand mirror donated by 
AMERICAN ARTISAN AND HARDWARE RECcorD, and five 
yearly subscriptions to AMERICAN ARTISAN ANp 
HaArDWARE REcoRD which were won by the following 
persons: James Breitenbach, 40 Horton Avenue, Bat- 
tle Creek, Michigan; Mrs. Chris Jensen, care of 
Shouldice Brothers, 79 West Jackson Street, Battle 
Creek; E. Stadt, care of Stadt Hardware Company, 
Grand Rapids; J. Sherring, 429 Denadel Court, Kala- 
mazoo; C. S. Weatherly, 949 Cherry Street, Grand 
Rapids. 

Other prizes were donated as follows: 


SS Te LEP LPURT TET TTT TTT Or $ 5.00 
TE: TO DR aic eins dateedebenueneses 10.00 
DR Sopearakesdk aoe a aeeeetiialereus 5.00 
Stearns Register Company.................. 10.00 
a PE ee re et rer 5.00 
ie, ren 3 44,6u0%4s0'00eesceeeanesards 5.00 
Se Be Bs kbanvasvane Gillette Safety Razor 
i reer Te Tinner’s Snips 
Excelsior Steel Furnace Company.Two Water Heaters 
Pe EE EO eo adcn nce eumniee Tennis Racquet 
Charles Peterson....................safety Razor 
Kendall Hardware Company............. Flashlight 
PE CONN oi ines vcenssvenctnaus Inner Tube 
PE SE sin Hin nce veavgue ewer Lawn Settee 
Michigan Stove Company.............. Box Cigars 
R. J. Schwab and Sons Company............... 
Wie ceriin aeace s ce paeie aaa Two 2%-Dollar Gold Pieces 
Tuttle and Bailey Manufacturing Company.Shell Bank 
W. J. Burton-Company............. Thermos Bottle 


Everybody who attended the Fifth Annual Outing 
of the Michigan Sheet Metal Contractors’ Association 
had enough fun to keep him or her in good spirits 
for the rest of the year. Old friendships were re- 
newed. New acquaintances were made. Many got 
a good start in a habit of permanent happiness. It 
would be impossible to estimate the values in dollars 
and cents of the joy and comradeship which were 
derived from and strengthened by the outing. 





Say Metals Are Below Cost ; 


of Production 


It would be well to examine how long the various 
metals can be sold at prices which are notoriously 
below the costs of production, say Rudolph Wolff and 
Company of London, England. Restricted banking 
facilities have undoubtedly attained one of their ob- 
jects, namely, the elimination of speculation. 

‘But it is worth while considering, and it may now 
be found, that, in order to redeem the National debt, 
cheap money is the channel that will have to be 
sought. 

If cheap money be created the same as dear money 
has been, we shall probably find general trade vastly 
encouraged, and this will reflect to the benefit of the 
whole world. , 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your. Shop 
or Add Another Source of Income to Your Retail Store. 


1,344,629. Pliers. Lewis D. Fowler, Oklahoma, Okla., 
assignor of one-half to J. M. Postelle, Oklahoma, Okla 
Filed Dec. 19, 1919. 

1,344,644. Auto-Door Antirattling Device. Truman J. 
Martin, Allentown, Pa. Filed Feb. 6, 1920. 

1,344,647. Door Stop and Holder. John Wesley New- 
som, Breckenridge, Texas. Filed Feb. 11, 1919. 

44,670. Separator for Gas-Stoves. Louis V. Ziegler, 
Ridgefield Park, N. J. Filed July 1, 1919. 

1,344,731. Nutcracker. Clyde Smith, Chicago, Ill. Filed 
Oct. 4, 1919. 

1,344,774. - Tool-Joint. George A. Stafford and Roy M. 
Stafford, Sourlake, Texas. Filed Sept. 2, 1919. 


1,544,784 Reinforced Broom. Shikazo Yamamoto, Los 
Angeles, Calif. Filed Feb. 24, 1919. 

1,344,800.  Turnbuckle-Wrench. Carter J. Johnson, 
Green Bay, Wis. Filed Feb. 17, 1920. 

1,344,836. Cooking Vessel and Cover Therefor. Marcus 
A. Walden, San Francisco, Calif., assignor to Frank Draber, 
San Francisco, Calif. Filed Feb. 13, 1919. 

1,544,838. Tire-Repair Tool. Charles Wieland, Yank- 
ton, S. D. Filed Dec. 16, 1919. 

1,344,852. Lawn-Mower. Noah J. Beckner, Yakima, 
Wash Filed May 7, 1919. 

1,344,862. Vise. Clarence G. Cashman, Waynesboro, Pa., 
assignor of one-half to John B. Eader, Waynesboro, Pa. 
Filed July 30, 1919. 

1,344,915. Meat-Roaster. 
N. Y. Filed May 9, 1918. 


Harry Love, Staten Island, 











1,344,647. 








1,344,948. Fly-Swatter: Bert ©. Graham, Cordova, 
Alaska. Filed Oct. 18, 1919. 

1,344,956. Spark-Plug. Arthur R. Mosler, New York, N. 
Y., assignor to A. R. Mosler & Company; Mount Vernon, 
N. Y., a Corporation of New. York: Filed Sept. 16, 1916. 

945,008.. Washing-Machine. Samuel Gray, Oregon 
City, Oreg. Filed Feb. 24, 1920. 

1,345,020. Combination-Lock.. Jonas , Naslund, Rimbo, 
Sweden. Filed April 15, 1920. 

1,345,035. Pliers. Dan B. Swickard, Galva, Ill. Filed 
July 25, 1919. 

1,345,043. Valve-Grinding Tool. Joseph E. Wainwright, 
Brooklyn, N. Y. Filed Aug. 9, 1919. 

945,058. Household Sifter. 
Chesterton, Ind. Filed Dec. 13, 1919. 

345,072. Fishing-Reel. Francis M. Case, Cleveland, 
Ohio, assignor to The Enterprise Manufacturing Company, 
Akron, Ohio, a Corporation of Ohio. Filed March 29, 1917. 

1,345,119. Removable Bottom for Cooking Utensils. 
Jenjamin J. Biddle, Montville, N. J. Filed Jurie 10, 1918. 

1,345,137. Mousetrap-Pedal. John Elliott Cowel, Crest, 
Colo. Filed Nov. 18, 1919. 

1,345,173. Artificial Bait. George Halder, Milwaukee, 
Wis. Filed Nov. 11, 1919. 

1,345,178. Lifting-Jack. John Heinen, Atchison, Kans. 
Filed Jan. 29, 1920. 

1,345,182. Bottle-Cap Remover. Albert L. Higgins, Bar 
Harbor, Me. Filed Jan. 23, 1919. 

945,195. Draft Appliance for Chimneys or Ventilator- 
Stacks. Alfred Jones, Chicago, Ill. Filed Sept. 29, 1919. 


Edward- M. Beckman, 
































1,344,731, 
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of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





CONSUMERS WILL PAY 
MORE FOR STEEL 


The pending advance in freight rates will be 
passed to the consumer and in the manufacture of 
iron and steel this is no small item. There is strong 
talk of a railroad strike of no mean proportions 
among the railroad workers if the wage rate increase 
demanded is not fully met, but the action of the 
Pennsylvania railroad in laying off some 12,000 em- 
ployes will probably have some salutary effect. 

The steel mills in the Buffalo district are running 
close to normal and none of them have curtailed pro- 
duction below 75 per cent of capacity, and this not- 
withstanding the poor showing being made by the 
furnaces. Iron furnaces in this region are produc- 
ing at only 50 per cent of capacity, on account of the 
coke shortage. Open hearths are up against it for 
coal and the yard storing capacity of all the plants 
is strained to the limit. 

Different opinions as to whether or not a coal 
shortage exists are voiced and an imposing array 
of figures are exhibited on both sides. George H. 
Cushing, of the Wholesale Coal Dealers’ Associa- 
tion, testified before the Interstate Commerce Com- 
mission that there was no coal shortage and that the 
high prices were caused by fear produced by propa- 
ganda. 

On the other hand, J. D. A. Morrow, representing 
2,100 coal-producing companies, which control some 
62 per cent of the bituminous coal output of the 
country, testified that there was no foundation for 
the statements made by Mr. Cushing, and after a 
careful perusal of figures presented by both as to 
production, consumption and shipments Mr. Mor- 
row’s statement seems to be borne out. 


Steel. 


Exorts of iron and steel for May amounted to 
$99,461,058, as compared with $86,899,126 for May, 
1919. For the 11 months ending May, 1920, the 
value of exports totaled $843,831,472, as against $943,- 
984,871 for the corresponding period of 1919. Exports 
of billets, which have been a weak spot in the trade 
since the 1918 peak, have fallen still lower, amount- 
ing to $887,093, compared with $971,392 in April and 
$1,708,829 in May, 1919, but this loss has been coun- 
terbalanced by the trade in engines and their parts. 





Some fair sized orders have been recently placed 
in the Pittsburgh district, notably 1,500 tons of basic 
for early shipments and 2,500 tons of Bessemer for 
fourth quarter. There is a good demand for prompt 
shipment, but buyers are insisting on car number at 
time of placing the order. Several furnaces which 
have been banked on account of insufficient coke, 


have again started up, while one or two threaten to 
blow out because of the high price of fuel. 





Copper. 

The domestic copper market remains unchanged 
and continues dull and quiet but nevertheless occu- 
pies a firm statistical position in that a period of 
heavy buying is ahead. The leading producers are 
so confident of this that they maintain a flat quota- 
tion of 19 cents for deliveries within three months 
and will make no concessions on this price. 

The confident feeling of the producers is not, how- 
ever, reflected in the market for the stocks in the 
copper companies and smelters which have failed to 
enlist any sort of buying support of late. In fact 
the market is giving up hope of a recovery, and al- 
though a few spasmodic advances have been scored 
on strictly stock market moves, stock buyers have 
been loath to take on the red metal issues. 

The outside market is quoting some 25 points un- 
der the 19 cent price, and a few small sales are being 
effected. No change is reported in labor conditions 
in the Connecticut valley and consumption at that 
point in still curtailed. 

Generally considered, the traffic situation is some- 
what improved, and more metal is being shipped by 
water into New England. There is still some un- 
certainty however, in regard to the attitude of rail- 
road employees following announcement of the wage 
award of the railroad labor board. 


Tin. 

Straits shipments in the domestic market were 
quoted at 50.50 at the beginning of last week for, all 
deliveries from April to August and at 50.37% from 
August to November, these prices declined until on 
Thursday all positions were quoted at 49.50 while 
on Friday, the last day of trading April-May was 
50.25, May-June 50.12% and all other positions 50 
cents. All positions of Straits were quoted at 50.50 
on Monday, declined to 49.50, while market closed 
Friday at 50 for spot, 49.75 for July, 50.124) for 
August and 50.25 for September, October and No- 
vember respectively. Spot 99 per cent metal opened 
at 47, July and August, 46.50; September, October 
and November at 46 each; the market advanced a lit- 
tle and at the close was quoted, spot and July at 46, 
and all other positions up to and including November 
at 45.50. 

Fluctuations in quotations in London as reported 
by cable showed a net gain for the week standard spot 
opening at £265 and futures at £271 and closing at 
£267/15 and £272/15 respectively. Straits opened 
at £273 and closed at £283. Straits in Singapore as 
reported by cables from the Far East also advanced 
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from £273 to £287. Straits in London was £5 
higher than in Singapore at the beginning of the week 
but closed £4 lower. 


Lead. 


The domestic lead market remains quiet, but 
prices hold firm and the statistical position is one 
of strength. Nominal prices of 8 cents for spot New 
York and 7.75 for St. Louis still are quoted by the 
leading interest, to keep foreign ore out of this mar- 
ket, but no metal is to be had at those prices, and the 
outside market is quoting from 8.70 to 9 cents for 
July delivery in St. Louis, and about 10 points less 
for August. The New York market is 35 points high- 
er than the St. Louis market. 

Curtailment in lead production in the Joplin dis- 
trict continues and there is a scarcity of the metal, 
but on the whole the market was quiet throughout 
last week. The “official” price was unchanged dur- 
ing the week at 8 cents for spot New York and 7.75 
for spot St. Louis, but no metal was selling at this 
figure and it was maintained to keep foreign stocks 
from being dumped on this market. 


Solder. 


No further decline has taken place in the Chicago 
solder market. Prevailing prices are as follows: 
Warranted, 50-50, per 100 pounds, $33.50; Commer- 
cial, 45-55, per 100 pounds, $30.80; and Plumbers,’ 
per 100 pounds, $28.10. 





Zinc. 

The wholesale shutdown of the mines in the Joplin 
district continues and as a result the market is un- 
settled, quotations ranging from 7.90 for nearby de- 
liveries and 8.50 for last quarter, with their require- 
ments being well forward, on account of the recent 
transportation breakdown. 

The two principal uses for zinc are in galvanizing 
and brass making, over 80 per cent of the metal be- 
ing consumed in these industries. 

The absorption of zinc by galvanizers through con- 
tracts already placed continues fair, but strikes at 
the brass works in the Connecticut Valley have about 
cut the consumption of the metal to nothing in this 
territory for two months. 

Although it is believed zinc stocks of appreciable 
extent exist they are held so closely that there is 
scarcity of the metal in the open market and trading 
is quiet. Ore mining has been resumed in some of the 
mines of the Joplin district, but not on the scale at 
which they were operated before the shutdown. 





Tin Plate. 


Except in a few cases the accumulations of tin 
plate at mills have been moved, so that stocks with 
occasional exceptions are only normal, and here and 
there they are below normal. The mills are shipping 
substantially at their rate of production. 

This, however, does not by any means indicate 
that there is a full or normal quantity of tin plate 
being shipped, for the reason that operations are far 
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below normal, only averaging between 65 and 70 per 
cent, and perhaps a close count would show an aver- 
age a shade below 65 per cent, measured on the ton- 
nage basis rather than on the number of mills in op- 
eration, as outputs per mill are a trifle below normal 
now, on account of the season of the year. 

In most cases the restrictive influence is shortage of 
steel. There are some large tonnages of sheet bars in 
existence but they are all at producing mills, awaiting 
cars in which to ship. 


Sheets. 


The sheet market is very quiet, mills being in no 
position to buy. If early deliveries could be as- 
sured there would probably be a considerable volume 
of buying, in small lots, but forward deliveries are 
not particularly interesting to buyers, and particu- 
larly so as the time of delivery would be altogether 
uncertain. 

Mill operations have decreased slightly, the average 
of the whole industry being in the neighborhood of 
65 per cent, an estimate that is probably correct with- 
in a couple points. 

There are no precise figures on the accumulations 
of unshipped sheets, but our previous estimate of 
50,000 to 75,000 tons holds good, the balance of prob- 
ability being that the amount is much nearer the upper 
than the lower limit, and it may easily be in excess 
even of 75,000 tons. 


Old Metals. 


Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $32.00 to $33.00; old iron axles, $39.00 to 
$40.00 ; steel spring, $24.00 to $25.00; No. I_ wrought 
iron, $24.50 to $25.00; No. 1 cast, $35.50 to $36.50; 
all net tons. Prices for non-ferrous metals are as 
follows, per pound: Light copper, 12 cents; light 
brass, 8 cents; lead, 6% cents; zinc, 4% cents; cast 
aluminum, 22% cents. 


Pig Iron. 

It is impossible to look into the future with any 
certainty in these times, but it now seems that those 
who, a short while back were predicting a break in 
the market, were at least premature, for the present 
trend is decidedly in the opposite direction, says the 
weekly market report, Rogers, Brown and Company, 
Cincinnati, Ohio. It is as a strong man straining at 
the annoying leash of transportation deficiencies and 
lackadaisical labor. 

While local sales have not been very heavy, suf- 
ficient interest is being manifested to make it appar- 
ent that buyers are either forced into the market by 
pressing needs, or have become convinced that it is 
a good time to buy. Some nibbles for 1921 tonnage 
are felt, but few producers have shown any inclina- 
tion to consider business that far ahead. 

Spot shipment coke is practically an unknown 
quantity, and the small tonnage which is scraped up 
from time to time is being taken up quickly at ad- 
vancing prices. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly. 

The prices and discounts quoted on this and the following pages, are, for the most part, subject to change without no- 
tice. Owing to the unsettled condition of the markets and the shortage of materials it is practically impossible for any 
manufacturer to guarantee his price for any given length of time. 








METALS 
PIG IRON. 
Basle cccccccccccoce $43 00 
Southern Fdy. No. 2 46 60 
Lake Sup. Charcoal.. 57 50-60 50 
BERTIORMMO 6 ccccccc cee 45 50 
FIRST QUALITY BRIGHT 
TIN PLATES. 

Per box 
[Cc 14x20....112 sheets $16 80 
[IX De cesiicsceenees 18 75 
IxXxX eee: Pere 20 45 
(XXX ere ee 21 90 
oe 6. a aa . 23 15 
Ic BO iewesacesenncs 33 60 
IX as 6 iirdaon aan 37 50 
(XX Re See - 40°90 
[XXX Ba deermneseceds 43 80 
«2s @ -s 46 30 

COKE PLATES. 

Cokes, 180 Ibs..... 20x28 $19 80 
Cokes, 200 Ibs..... 20x28 20 00 
Cokes, 214 lIbs..... IC 20x28 20 70 
Cokes, 270 Ibs..... IX 20x28 24 09 


BLUE ANNEALED SHEETS. 


LEAD, 
American Pig .....-+-seees $ 9 35 
Py 16666054 se0 sn eeuendeeae 9 85 
Sheet. 
“Full coils.....per 100 Ibs. $11 50 
Cut coils...... per 100 lbs. 11 75 
TIN. 

OE cca cevanasenes ‘iene 
Pe GOR occctanececasesnensunes 57¢ 
ADZES. 

Carpenters’. 

Plumbe ..-cerccee cocccceecceet 
Coopers’. 

Barton's ..ccccceccodsccccccINet 

White's -ccces errrreTT TS 
Railroad. 

Plumbs ...... oeeeses errr 

AMMUNITION. 


Shells, Loaded, Peters. 





BHO. Weecesccesee per 100 Ibs. $5 27 
A: Di nscnaweied per2ee mee. § su “suded with Mack Powder. 18% 
We. Bicosneneseds per 100lbs. 5 37 Leaded with Smokeless 
WO Bbscosscceces per 100 lbs. 5 45 Powder, medium grades, 
CHEKDECORO SCONE CCONS Less 18% 
: Loaded with Smokeless 
ONE PASS COLD ROLLED Powder, high grade, Less 18% 
BLACK. 
Winchester. 
Ga BOBS. cn c0ces per 100 lbs. $7 80 Smokeless Repeater Grade, 
No, 22-24.:....2. per 100 lbs. 7 85 sept eeeeeeeeeeenee -- Less 15% 
MO. Bececancesee per 100 lbs. 7 90} Smokeless Leader Grade 
errr needeeesenetes Eee 
WO. Bi cccccvceses per 100 Ibs. 7 95 5 
8 EEE! per 100 lbs. 8 00} Black Powder........ Less 15% 
Sy Weck bcacuwee per 100lbs. 8 10)U. M.C. 
Witee Clad. ccccccccccescese 18% 
AW AFTOW cccccecce e 18% 
ALVANIZED. 
CALA BW GHD s 6 ccccctscccccvias 18% 
Ne. 16..cccece +-+-per 100 Ibs. $8 75) Gun Wads—per 1000. 
We. BO-B8. cccvccee per 100 lbs. 8 9 Winchester 7-8 gauge 10&7%% 
He. BB-Bb..csccne per100lbs. 9 05 “ 9-10 gauge 10&7%% 
NO. 26. .cscccocse per 100 lbs. 9 20 “ 11-28 gauge 10&7%% 
WO. BWesesssceses per1001bs. 9 35 Powd Each 
7S “RRS per 100 Ibs. 9 50 one iia yn 
Rs cceal per 100 Ibs. 10 00} DUPont’s Sporting, kegs...$ 
- aid %kegs 310 
DuPont’s Canisters, 1-Ib... 56 
WELLSVILLE POLISHED « Smokeless, drums 43 50 
STEEL. — o “ kegs.. 22 00 
— per 100 Ibs. $9 65 "4 ~ % Begs... 5 38 
canisters 1 00 
No. 22-24.....-.. per 100 Ibs. 9 75 - ne 
Hercules E.c.” and In- 
,. Bec dcccceses per 100 lbs. 9 85 fallible’, 50 can drums.. 43 50 
Be, BTicccccacece per 100 lbs. 9 95 Hercules “E.C.”,; kegs...... 22 50 
Hercules “E.C.”, %-kegs... 11 25 
KEYSTONE HAMMERED Hercules “‘Infallible’, 25-can 
POLISHED STEEL. GUS cccéceceoesenceoes - 22 00 
Hercules “‘Infallible,” 10 can 
Discontinued. New product will] drums ....... tescteccecese 8 GE 
be announced later. Hercules “E.C.”, %4-kegs... 5 75 
Hercules “E.C.” and “In- 
fallible’, canisters ..... - 100 
BAR SOLDER. Hercules W. A. .30 Cal. Rifle, 
COTS cccccces eeccccce 
Warranted, oa 
BE ieaons per 100 Ibs. $38 60] Zercules Lightning Rife, . .. 
Commercial, Hercules Sharpshooter Rifle, 
GEE - ccccace per 100 lbs. 30 80) canisters ............00. oo 28 
Plumbers’ ......per100 lbs. 28 10)/Hercules Unique Rifle, can- ~ 
MOTB cccccccecs $s0e0000 oe 288 
Hercules Bullseye Revolver, 
ZINC. CAMISTETS .ccccccccccs cooe 2 OO 
Be GORE ccccccccecceses vevenee @ 
ANVILS. 
SHEET ZINC. Solid Wrought.....23 & 23% per Ib. 
Gaakt BOG a cccccceccecese cocoe 356 
Less than ¢ask lots. ...15%-15%c ASBESTOS. 
Board and Paper, up to 
COPPER. BJIS” wccccccecceccoect Oe? Mm 
Copper Sheet, mill base..... 29%ec Thicker .. ...... «.--48¢ perIh 


AUGERS. 
Boring Machine.......40@40&10% 


BPWEO cccccccceccoceccsceete® 
Carpenter’s Nut..............50% 
Hollow. 

Bonney’s..... -+--per doz. 30 00 
Post Hole, 

Iwan’s Post Hole and Well. ..30% 

Vaughan’s, 4 to 9 in. 

466000 COO0C8s per doz. $14 00 
Ship. 


Ford’s, with or without 


SOTOW  ccccccccccceccc cet Mat 
AWLS. 
Brad. 
No. 3 Handled....per doz. $0 65 
No. 1050 Handled - 1 40 
Shouldered, assorted 1 to 4, 
Cc eeceocceceeses per gro. 4 00 
Patent asst’d, 1 to4 = 85 
Harness, 
Common .4..-.+e0- = 1 06 
Patent ccccccccecs = 1 00 
Peg. 
Shouldered ....... - 1 60 
Pasemtes | ccccccece ” 76 
Scratch. 
No. IS, socket 
handled .......- per doz. 2 50 
No. 344 Goodell- 
Pratt, List, less.......35-40% 
No. 7 Stanley..... - 2 25 
AXES. 
First Quality, Single 
Bitted, 3 to 4 lb., per doz. 16 50 
First Quality, Double 
Bitted .cccccses per doz. 22 50 
Broad. 
Plumbs, West, Pat...... TT 
- Cae. PObiccccceoss $69 00 
Firemen’s (handled), 
peceese per doz. 21 00 
Single Bitted (without handles). 


Prices on 
Warren Silver Steel. .application 


Warren Blue Finished - 


Double Bitted (without handles). 


Warren’s Natl. Blue, 3% 
to 4% Ilb..Prices on application 


The above prices on axes of 3 


to 4 lbs. are the base prices. 
BAGS, PAPER NAIL, 
Pounds.... 10 16 20 25 


Per 1,000..$5 00 6 50 7 50 9 00 


BALANCES, SPRING. 


Migs BeTtRs ccccccccccccccccc et 
WPMEGRE ccccccccceccccccccccces Net 


BARS, CROW. 


Pinch or Wedge Point, 
per cwt...........-$8 00 to $9 00 


BASKETS. 
Clothes, 


Small Willow.....per doz. 15 00 
Medium Willow... > 17 00 
Large Willow..... 20 00 


Galvanized 1lbu. 1% bu. 





Per foz........-. $316 98 $18 72 





BEATERS. 
Carpet. Per dos. 
No. 7 Tinned Spring Wire..$1 1¢ 


No. 8Spring Wire  cop- 
POTOE cccccecccccccccses - 1 60 
No. 9 PrestOn ..ccccccceses 1 1G 
Egg. Per doz, 
No. 50 Imp. Dover.......$1 16 
No.102 “ “ Tinned 1 35 
No.150 “ “ hotel.. 2 10 
No. 10 Heavy hotel tinned 2 1¢@ 
No. 13 7 - = 3 30 
No. 15 ” - “3 3 60 
No. 18 bei si ” 4 60 
Hand 


8 9 10 12 
Per doz. $1150 1300 1475 1800 
Moulders’. 


12-inch ..... ++++-Per doz. 20 06 


BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 


Bronzed base...per doz. $5 60 
Cow. 
Kentucky ...... neneee 2222 -80% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
BO cect cctssccees 8 0 
3 -in. Nickeled Steel Bell 6 00 
3%-in. Nickeled Steel Bell 6 50 
Hand, 
Hand Bell polished. List plus 15% 
White Metal...... - 15% 
Nickel Plated...... ” 5% 
ee - 10% 
Miscellaneous, 
Church and School, steel 
BD as: ascaensaeeedecees 0% 
Farm, Ibs...40 50 75 100 
Each ....$3 00 375 5 50 7 26 


BEVELS, TEE. 


Stanley’s rosewood handle, new 


MR scesdaceseétdmestsceumns .- Nets 
Stanley iron handle.......... Nets 
BINDING CLOTH. 
eee re 55% 
ED intake cok oe teckeodtuenatal 40% 
POO, GENE. icsvesmiowesind 60% 
BITS. 

Auger. 
Jennings Pattern............ Net 
PONE Gis sdeccccecs List plus 5% 
For@s Ghip...ceces oe ae 
ee uéeseeeenn 35% 
Russell Jennings....... plus 20% 
Clark’s Expansive........ 334% % 
Steer’s “ Small list, $22 00..5% 
” “ Large “ $26 00..5% 
Sewin GOP cccocscccceceocccee > 
Ford’s Ship Auger pattern 
Pe cccus s+eeeee-List plus 5% 
ny csacess Censseen nescence 10% 


Countersink. 
No. 18 Wheeler’s ..per doz. $2 25 


No. 20 a ia - 3 00 
American Snailhead ° 1 76 
= Rose “ = 2 00 
ee Pet cee - 1 40 
Mahew’s Flat..... 1 60 
™ Snail.... as 1 90 
Dowel. 
Russell Jennings.......plus 20% 
Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Cut ..........Gross $4 00—$5 00 
Reamer. 
Standard Square.....Doz. 2 50 
American Octagon... “ 2 60 
Screw Driver. 
No. 1 Common...... 4e 
No. 26 Stanley...... 7 
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BLACKING, STOVE, (See Polish) 


BLADES, SAW. 


Butchers’. 


Standard, % & 1%- -in.....Nets 


Clock Spring.....sececreees = 


Star ...cccecee ecocscces coos 
Hack. 
Atiine .ccccccece cccccccoeccd 
BOF ccccccccsccccccece --.-.-Nets 
Wood. 
Disston 
HOB, <ccvces 6 66 
$8 00 $8 50 $8 00 
Atkins 
BOR cccéove 2 14 18 
$3 85 $6 50 $4 75 
BLOCKS. 

WOON cc cccvcessesces 20200. 20% 
POROME ccccccccvccocccscesoce 20% 
BOARDS. 

Stove. 


Wabash Crystal. 
Wabash Art Inlay. eee 
Wabash Embossed.... 


Wash. 
No. 760, Banner Globe, 


(single) ..... .--per doz. $5 25 
No. 652, Banner Globe, 
(single) esvese --Per doz. 6 75 


No. 801, Brass King per doz. 8 25 


No. 860, Single—Plain 


PR scccccescss ceases 6 25 


BOLTs. 


Oarriage, Machine, etc. 


Carriage, cut thread, %x6 
and sizes smaller and 


GROFCEP 2. cccccccccccccess 30% 


Carriage, sizes larger and 
longer than %x6 ...... ool 
Machine, %x4 and _ sizes 


smaller and shorter...... 35% 


Machine, sizes larger and 
longer than %x4..... 02+ -25% 
PE 6cktwseaedeneseonew 50-10% 


CO, Bi vk cdsscenasccdes --5% 
Gem, bronze plated..... eee 5% 


TOPOS. ccceccstsesee ceccce 
Wrought, bronzed ..... eos 


Flush. 
WOMENS 3 cecccceces eccecece 


Spring. 
DL. icticundesatawene = 
Wrought, heavy..........+- 


Square. 
WOME oc cccceccese eecece 


BORERS. 
Angular. 


Miller’s Falls.....per doz. $23 00 
Sill borers, No. 51 - 34 00 
- = 52 ” 39 50 


Bung. Doz. 
Enterprise Mfg. Co.’s No. 1..10% 
- a “ No. 2..10% 
BOXES. 
Mall, No..... 2 4 10 
Per doz....$18 00 23 00 29 00 
Mitre. 
Stanley’‘s.. eeeeee-Net Prices 


Stearns, No. 3: --per doz. $30 00 


BRACES. 


Fray’s Genetae Spofford’s 
pick dene. cocccces 900104 


Fray’s No. “08 cccccccocccoets OF 
Be. GEO ccccccccces 8 @ 


BRACKETS. 


Hay Rack. 
Wenzelmann’s No, 1, per 


GOR. BOEBeccecccces o+++-$18 00 
Wenzelmann’s No. 2, per 
GO. SOUR. ccccccece cocee 20 9 
helf. 


Weeuehr Steel... . cc. 5 0. 40S 


coco o NG Prices 





BURRS, RIVETING. 


Copper Burrs only..25% above list 
Tinners’ Iron Burrs only.....30% 


Double 


See Openers. 


CARPET STRETCHERS. 


Hay. 
Diamond, 


ist 


Martin’s 


CATCHERS, GRASS. 
No. 1608, per. doz 
No. 1658S, 
CEMENT, FURNACE, 


American Seal, 


o 


Pecora, 
ia 


CHAIN AND CHAINS, 


Wrought Brass (New List) Plus 5% 
Wrought Steel, 


Wrought Steel, Japanned, . 
eee Net Prices 


Well, 
Oak, Wrought Iron Riveted 
_ eee per doz. $8 00 


BUTTS. 


CALIPERS. 


eee eee eeee 


Inside and Outside. ° 
WIRE ccccvccecccceve 


CALKS 


Logger’s Boot. 
(Lufkin R. Co.’s), per M..$7 00 


Toe. 
Blunt and medium, 1 prong, 
DOF 100 IBB.cccccccece 
Sharp, 1 prong, per 100 lbs 6 70 
CANS. 
Milk. 
Elgin. 
BEBoccess §& 8 10 
Each --$4 00 $5 15 $5 15 
Iowa -eepetnal” 
Gals eee 10 
Each ..$4 00 $5 ss $5 15 


CAN OPENERS. 


CAPS, GUN, 


See Ammunition, 


See Stretchers. 


CARRIERS. 


Regular... 
Diamond, Sling...... 


CARTRIDGES, 


See Ammunition. 


CASTERS. 


Common Plate. 


Brass Wheel 
— x 3 porcelain wheels, 


eee etree enne 


Breast Chains. 


With Slide....... 
Without Slide.. 


Doubleslack 


..doz. pairs, 


With Covert Snaps 


Bright...... 


Picture Chains. 


Light Brass, 3 ft..per doz. $1 + 


Heavy Brass, 3 ft.. 


Sash Chain, 
Steel, per 100 ft. 


eoece coccccceseoeccocoss OS OD 
Lecvcccccces eeccrccccece -» 8 60 


OR. sccccvece eccccevcce ee 
BR. .cee Coeeecccesccesese 
IR. .ceee ec cereccccceses ee 


Champion Metal.—Extra Heavy, 


LE. cccccccccccces ee eeeeees 


OED cccccccescese .-Pper gro., $1 40 
MOG ccccccccscoccese - 
MED siccccaecenes sd 
Common White School 

GQHAFOR ccccccccs 


CHIMNEY TOPS. 


MO BOM issccccucvas per bag $1 70 


CHECKS, DOOR, 


CHECKS, DOOR. 


Iwan’s Volcano.........seeee. 





see eee ew eeee 


5 Ib. cans, net $0 45 
10 Ib. cans, 90 
25 lb.cans, 
5 Ib. cans... 
0 lb. cans 
25 Ib. cans... 





CHISELS, 
Box, 
BRORED. oc ccesccccecs 12 
Round, per doz....$5 25 
Flat, per doz....... 7 25 
Cold, 


Good quality, % in. and 


SOFMOP ccccccccvcese cocc cen 
Smaller size, per doz......Nets 


Socket, Firmer. 


Ohio....... Price on Application 


Socket, Framing: 


Ohio..... .»-Price on Application 


Tanged, Firmer.—Barton’s 


With handles........... Net list 


Choppers, See Cutters, Meat. 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 


DEIvVGPS cccccecs List less 35-40% 

Yankee, for Yankee Screw 
DriverS .ccccces eecccece ° 

CHURNS. 

Anti-Bent Wood, 

Gal.... 
BGR corccecess 33° 90 = 2. 

Belle, Barrel ........ 

Common Dash, 

Gabe ccvcescecssecs 5 
POP GOS, ccccceses 17 00 19 00 
CLAMPS, 

Adjustable. 
rt 
We, GR, DamOPccccccccence +» 20% 

Cabinet. 

BG ccvccccnececcscevoses 20% 

Carpenters’. 


Steel Bar...List price plus 25% 


Carriage Makers’. 


Hal ccccece --Per doz. $7 

8” senesenseeeees « 38 

Be” ccccececcocece - 46 
Quilt Frame. 

No. 30 Ball and Socket, 

Ce” DORs oscces per gross $11 

No. 50, Ball and Socket, 

3%” head.....per gross 12 
Hose, 


<< “oe brass, %”, per 


eee eee eee ee eee eee 


oz. 
Double, brass, %-in., per 
doz. 1 


eee ee ee ee 


(Meorton’s) 





! 
a3 





Saw Filers. 


Wentworth’s, No. 1, 8. 60; No. 
2, $18.25; No. 3, $16. 25. 


CLAWS, TACK. 


Wood hdl. No. 10.... - doz. $0 96 
Forged steel, wood hdle 1 76 


Solid steel.......... 3 48 
UMM cccccces oercece > 60 
CLEANERS, 

Drain, 
Iwan’s Adjustable.......... 25% 
Iwan’s Stationary....... ++ -B0% 
Pot. 
We cecceccoccecse per doz. $0 75 
Side-Walk. 
Steel.........per doz., Net prices 
CLEAVERS. 
Family, 
Beatty's, ° 
inch... 


8 
Per doz. $2700 29 00 33 00 Pr 00 


CLEVISES. 
Malleable ......eseees eco 306 Ib. 
CLIPPERS. 
GR s6eecccosencesesocs $2 25&6 00 
CLIPS. 
BMS scccccece woooccce «+++ - 666% 
Damper. 
StamGara .000ccccces per doz. 70¢ 
ME o00d06662060080 - 380 
BED cccccccedevecsee ~ 50c 
CLOTH, 
Emery. 
GRAP cccccccccccocese New Prices 
M. @ Anccesccccces ° 
Hardware Wire— Prices on 
Full rolls (100 ft.) application 
12 Mesh, galvanized = 
14 - 
16 ee Lad iJ 
18 iid iJ iJ 


Screen Wire. Prices on application 
12 mesh, painted, per 


100 GG. B.ccccccccccce coe ecco 
COLLARS, STOVE PIPE. 
Lacquered. 


Inches 6 6 7 
Fancy pattern, 
per doz..... 80c 85c $1 16 


COMPASSES, 


Carpenters’ ....... TTTTiTiTT 


COPPER—See Metals. 
COPPERS—Soldering. 
Pointed Roofin 





ng. 
3 Ib. and heavier..... per Ib. $Tec 
ty ie 
5/3 = c 
1% “ 40e 
1 “ 48e 
CORD. 
Picture. 
White Wire..ccccccccsces 604a5% 
Sash. 
ar ~ ope Spot, No. 7, pe 
éseéenndenegeeeus "924 60 
Sampson Spot, No. 7, per 
6ee00eeeceeeseuened $29 40 
CORKSCREWS. 
WallerS cccccccccccccccccses 30% 
Williamson’s Regular..... 35&11% 


Williamson’s Forged Worm...40% 


COTTERS, SPRING. 


All GIBOB. occcccccccccvccces 87%% 


COUPLINGS, HOSE, 


5 
Bras® cccccccccsccs per doa. $2 25 


COVERS, WAGON—See Tente 


CRADLES, GRAIN. 


Morgan’s Grapevine per doz. $45 00 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails, HANGERS. 
tintlvanized Steel, Tin and Terne,| Frazer’s, 15tb $1.00; 25tb $1.50) Harn Door. 
—— Round Corrugated. cach. U. & Roller Beari 
Glass. Size. Doz Hub Lightning, 15% 90c: 25] pl cen ng..... 12%% 
Woodwart ....eeeeeseeree’s 40% |2-imch 6... ce eee eee eee eeeeeee 50% $1.21 each. ae “ 3 ees peecccess 12%%% 
. ehouse 
went. B-9MEM . ccccccccccccssecesoses oa Tin Cans. atic: bpm No ue 
-i CMC we eee eee ees ess eeeeeee ly lle I I , hw tlie, l a 5 Te 
Enterprise—Nos. 5 he ma cae Conductor P, 
Each.... $2 50 $4 25 $3 75 Bere 50% el. per doz.......... --$1 75) tTwan’s Perfection.......... 45% 
Nos. 22 32 PIMC cccc ccc e eee eereeeereeee 3 Ib. per eh, 628 ei 3 25 ; 
Nos. Eave Trough. 
oat ee 650 8 50 EMERY, TURKISH. All sizes, 5” or smaller. 
i ag Out of market at present time. . i. <  ixeengs + per gross $3 80 Net 
Saunders’, No. 1 - 3 quieren 10cl _ GRINDSTONES. All sizes, larger than 
Each $185 275 6 75) O00mestic, Ib. .... Family, 5” Ss 
aaa a Inches.. 7 8 10 12 trite orm, 8 6 
Slaw and Kraut. Per doz. eres. : Per doz. 2050 2175 2625 30 50|8rase Door. 
4-knife Kraut...... $20 00-55 00/ Bright Wire Screw—See Woods, it Right Angle .......... 50&10% 
3-knife Kraut » We . Sliding Folding ........... 50% 
ge eae er 13 00-18 00| Drifting Pick ...... 60, 10 & 5%| Per ton..... Price on application} Receding ..... 50% 
pphwoateeied 2 
eo la 4 a "aa car tee, 60, per —— i 1 2 3 Paster ” 
- eoee Ss, VU. , ar ee 
2-knife Slaw .. he ccs conpeanee $3 50 ~aeel ae wee ce bm BOMB ccscccsececes per set, $3 75 
Washer .......-+++-- 11 00 Iron, 1%” No. 50, per gross 1 60 rehes Ives’ Improved.... “ 3 40 
Lane’s Standard... ” 3 50 
DAMPERS, STOVE PIPE. FASTENERS, STORM SASH, a Lane’s New Model “ 3 10 
GUN WADS, 
Ideal Shroeder’s......-++- per doz. $1 50 en Anmueniiiand Le Roy Noiseless...... 40&10% 
\ oe $1 00) Sensible.........++- “ 3 00 Ea 25% 
P ccemenews sbeeeseqneeen ae MUM. 04aseistenccas 
hy 1 16 FILES AND RASPS. 40&10% 
soak ee ee ee eeeerteeeeee Delta GUNS. 
BP. ise eee eee eeeeeneees I oe pcan cen aden 30%|Iver Johnson Champion Single ‘WASPS. 
xf see eeccceeceeces meesecce SO wate ....... List plus 25%] Barrel Shot Guns....Net Prices Binge, Wrought, ..Add 50% to list | 
BP cece cece cee ecenrceces 375) wtitity......... * net. Double Barrel, Hammer- With Staples—See Staples. 
BH nc c¥cccscnvecceesseceses 6 00 BD cccod Pccccceveecoe - 
Nicholson’s— HATCHETS., 
DIES AND STOCKS PE: As. ce eeeelerniers 5-10% ROS -  ccnencncectanscaeneu 50% 
CS REIS Oe oe New List} Arcade ............- 50-10-74%2% HAFTS, AWL, Cast Claw..... per doz. $1 50@1 85 
Black Diamond.......... 40-10%| Brad. Cast Shingling “ 1 50@1 85 
DIGGERS I haste ic a 50-10-7%%| Common ......... per doz. $0 35/c.rmantown .......... atone tee 
Post Hele Great Western ...... 50-10-7%% | Peg. 
Eureka........ --per doz. $14 50; Kearney & Foot..... 50-10-7%%| Patent, plain top.. _ 80 HAY KNIVES. 
Iwan’s Split Handle (Eu- MeClellan§ .......... 50-10-74%%| Patent, leather top ” 90lSee Knives. 
gi a doz. 15 00| Nicholson brand....... 40-10-5%| sewing 
4-ft. andle..per doz. a 
ente pa Ge oe 4. Barton Smith....... 50&2%%! common .......... . 24 HAY RACK BRACKETS. 
. whe : X-F Swiss Pattern....Net List « B5lWw 
Iwan’s Perfection (Atlas : ‘ Patent ....-+++++- 5]Wenzleman’s No. 1 
per dos ........0- oo, aa TN on. 6 wtcasoteneessaneeus ih i. (Easter i per doz. sets, $18 00 
ce NS CTC PC Oe 50% Wenzleman’s No. 2 
Iwan’s Hercules pattern \ 
per doz. a EET 18 OO] ‘feller’a ...cccccrccccecees 60&10% HAMMERS, HANDLED, [| oceereter per doz. sets, 19 20 
See also Augers—Post Hole. FIRE POTS. each, net 
r Blacksmiths, Hand, No. 0, HINGES. 
Knees eed aul 25 Clayton & Lambert’s— ’ 
an wae te bremeonc or at ef “ype eetenenetier $1 35 + sae 
Gate City.....cccccesee each, 6 25/E * No. 1, 26 os..... 5 ark’s Gravity 
DOOR CHECKS—See Checks [Gate City..-------.- «20a oo Enginesrs’, Ne. 1, 36 os ae. | Seow per doz. sets, $2 25 
wae Soe S es , ' Farriers’, No. 6, 7 0z....... |. a ee “ «0 « 6 45 
DOORS, SCREEN FORKS. Machinists’, No. 1, 7 02z..... 1 06] Gate. 
%-in. 4-panel, painted Net Prices} Barley. ; Nail Clark's : . . 
- - o Steel. WE. wawnen New F’rices| * es hd) 
S%-in. 6 oo _ secant ss Vanadium, No. 41%, 16 oz., Hes & Ltch, dz. $550 700 975 
oe eS —— ‘. - Hay. h each .. “8 coececceeseccece $2 00 Hinges only “ 475 550 800 
; ener ee New prices v. & 8. No. 11%, 16 oz., ied Latches only. 190 190 .... 
. ON a a jeon| «OBC. wee eee were cveeceees 
DOOR HANGERS—See Hangers| * ” New vricee| Garden City, No, 111%, 16 Screen Door. 
a Peta tfoes . P ae ir EN Ga caesvabaeck) 1 35] Cast Iron ......... gross $10 00 
rere Trey Yew prices a 
DRILLS a. sew siead Tinner’s Riveting, No. 1, 8 PE sevuremedteedes 7 00 
aes Tee. eee 2 Cee i, WE a6 5 en4nessec00 1 10] Spring. 
ht 40%! Header. Shoe, Steel, No. 1, 13 oz., Chicago ...... Add 12% % to list 
Breast. SO eer ree rer New prices | penaitiantena Dado edt 1 00; Columbia Dbl. Acting, 
Millers Falls No. 12, each $46 00; 4- “ ................ New prices|Tack = | — ##eeeeeeteseeeeee -- 40&10&5@ 
. “ "112, “26 00 Magnetic. GE: vcensintacenshentancce 25% 
Hand. Manure. He. 6, GOB isc ccccvewcs $1 00| Ideal Detachable, per gro. $11 00 
Goodell’s Automatic. A-tUME.. 2 eee ee eneee New prices I wancxescecscdcccs 40% 
Nos. 01 03 FREEZERS—ICE CREAM Tew SEER cccccces per gro. $7 20 
Per doz. 12 00 14 40 White Mountain 1-quart....@ HAMMERS, HEAVY. ee 20% 
Goodell’s Single Gear, per “ “ 2 “ ..-@ e Heavy Hammers and Sledges. Wrought Iron. 
GER, xcccavcascccecesees 15 75 oe “ so“ ..@ ES Bader & Te... ccccccsvaccece 50% le 
a ag ag 4% wer oe o eo 6 ..@ es 5 Ibs. and over........ 50&10% Light Strap Hinges....... 5&5% 
Goodell-Pratt No. 379 per Arctic......... = --@ 25| Masons’. Heavy Strap Hinges...20&7%4% 
ee, Met, BOS ..cccccacss 30% m  panedesen . * -.@ & a; Single and Double Face....50%| Light T Hinges...List plus 45% 
Reciprocating. Cnet teens _ aN — * Heavy T Hinges...List plus 45% 
Goodell’s........ per doz. 2600) © “**+*-*° es, -@ naeinnee Extra Heavy T Hinges... 15&5% 
GAUGES. Auger. ee Screw Hook and Strap. 
DRIVERS, SCREW Cream Pail Common Assorted per doz. $0 75 6 to 12 in..... per 100 the. $7 75 
Standard ......eseeeeeeecces Nets . Pratt’s Adjustable, Nos. 14 to 20 in.... 7 60 
Lock Ferrule ......--++++ oR Seee....--.; per dos, $3.75 1 & 2, per doz.......... 600] 22 to 36 in....* =“ 7 25 
Champion .....-++-++++e+s “ | Marking, Mortise, ete.....-. Ives’ Adjustable...per set, 1 35) Screw Hovk and Eye. 
Champion Pattern .......-. Tl acainsncawenenvsscas eee NII, cowie cne eu euseewanancen — yee per doz. pair $? wv 
Clark’s Interchangeable nal RS se “ “ 3 50 
Tn wcccccccecescoces a. Wire. Chisel. ‘ A : a “ rr 5 00 
Resis Lishktain « DMO: ccntauescsedaswewe 25%| Hickory, Tanged, Firmer, As- 
r " pinta an sorted, 55c; Large, 85c per 
Goodell’s Spiral ......... ° GIMLETS. doz. HOES. 
Yankee Ratchet .........- “i 35@40%| Hickory, Socket Firmer, AS-| Garden ...........cccceccce Net 
nad PE <tstuseve sag ted, 70c: Large size, 80c 
™ GLUE. or 50. oat Grub. 
Bulk. Extra iia x New prices 
OE ts i ee kia geo ee 
a an ceenienh thn Oe INES 555. cancnow en per Ib. 35c/Coal Pick .. 40%! Hasel...... per doz. New prices 
‘ A White.......0...-. * <40ci Drifting Plek ...........-06. 40°] Ladies’ and Boys’ ....New prices 
ELBOWS—Stove Pipe H. S. Amber ........ “ 32¢/ File, assorted. 30c; Large, 35c per| Mortar .......-.....- New prices 
1-piece Corrugated, Uniform | Liquid. Prantey’s Bye......0- New prices 
Dos.| Army & Navy............. 40% | Hammer. Weed 2. ccccccscccccs New prices 
&-Inch we $2 26] Le Page’s— Adze Eye...pe. doz. 40c to $1 00 
Ni Misiebinnnceerrcretenseg Oe OM i oica sce venieneed 749) Seo sHe@s 60 HOOKS. 
SIND dein déoanadimauebai ee or 83%%| Machinists’ 50c@1 00) awning. No. 60..... per gro. 50% 
Ree iccctsccccovseces 25 Hi and Manure Fork...... 25% 
Uniform, Collar Adjustable . bad beamed Belt. 
Doz: GREASE, AXLE. Screw Driver. a ee ee 70&5%. 
t-inch . $2 65| Wood Boxes. Beene . ss 400080000 0608 e eeba Cr’ ssiveeceketunewan 65&5% 
DT ii unsiendacaeaenehe 2 70| Frazer’s ....... pergro. $13 00, Large -.---- tert eeereeeeceees 9) Bench, 
DE St anti cnet sone oeetea $300! Hub Lightning ......... 7 50' Shovel and Spade............ 25% See. Stops, Bench 
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Box. : KETTLES. Clothes, Picture, 
Si acca 5 7 10 OS Ee 15 60-ft. Jute......... per doz. $0 95) B ‘ 
oy dos. $250 375 335 S865icauldron ...........-..:.- ‘case 60-ft. Sisal........ 40l5 —~ yhpegetesetmeaees ares 
eel eck ahaa abet per lb. 27| 50-ft. Cotton...... ° 15|Brads ......----seseeseee, 50&5 % 

Bush. at ora aac a 40&10%| 50-ft. Braided Cot- Furniture.......... List plus 15% 

Commen Ane Handle, DE: ‘Ghaecyatasdscavacedeaen 50% TON weeeeeeecece ‘ 25 
per dOZ. ...seeees .-$22 00 NAIL PULLERS 
KNIVES. LINING, STOVE. ee oe 
Chain. Be , i ullers, 
Inch. .%&5/16 % 7/16 % et Topping. Bricks. .....cccccces per crate 42c 
Pr 100 $7 60-8 10 975 1150 1260) Clyde, 9-in. Scimiter Blade, . 
Renal aa. $3 85 ; NAIL SETS. 
Clothes Line. California isanitasiinciaedi cb ananata 3 40\ 5 Deer LOCKS. See Sets. 
Japanned oo doz. 48c@1 40 Butcher 9 . 
° Per doz.|No. 60 Stearns..... per doz. $10 00 q . 
enaiecancsatt seaceiin Beechwood Handle 6” enediees ~ ores * os ey ORRIN. 
Coat and Hat. SS eet cane. ee $4 00 Saeed betere weaving. . 00% 
Common Wire per gre. 1 25-1 65 Besshweed Miandien. 3° MACHINES alvanized after weaving... .40% 
DOEEE nas 400600060004006 4 65 Riveting 
Beechwo af z : 
Conductor. “oo od Handles, 8 5 65| Stearns No. 1....per doz. $12 00 NIPPERS. 
Iwan’s Tinned Sickle....... ae SSS et eter eseesseens End Cuttin 
I Bs cndcntsanscens 15%|Tenoning. Stubb’s Pattern Inches 5 
Corn. No. 50 Peace’s Spoke, each $11 50| Per doze meee fe 
Camenen, riveted, er doz. et Corn. eens eer we 6 05 
ee aces -++-per doz ets} Clipper ...........per doz, $1 75 End and Diagonal Cutting. 
Little Giant...... peeewewee = 3 7 . MAIL BOXES, Suetion Side. epee | 6 
Seevessces ee Boxes. e OZEN .cocvccsee- $4 560 6& 76 

Gate. WOOO secceses = 2 25 
See Goods, Bright Wire. Hoof. 

Drawing. MALLETS. Heller's .......seeseees 40&10% 

Grass, Standard .............. List&5% V. & B., No, 52, each..... $2 25 
Common Nos. 1 5 A Adustable hla hantaeh Sk exci aaa 5 % |Carpenters’. 

Per Doz...$450 3 ;. 375 3 arton’s Carpenters’........ 15 Fib » " \ 
e %e oy and, Bo. Boer Gee. Oe & ” NOZZLES. 

Hammock, Hay. ” No.4 “ 28 50\08e- 

With plate........ per doz. 1 10} Iwan’s Solid Socket. - doz. er 00 Round Hickory mee Rectan oe per dos. $9 50 
With screw....... - et & peeereepsos 18 a EF hs roe es ee Tenerense ov 
iwan's, Sickle Bage.. - . “ae. « 6 25—10 50 

Lambrequin, or Drapery, Iwan’s Impv’d Serrated i8 09) square Hickory “ 3 50— 5 50 NUTS, HOT PRESSED. 

PCF BTO.cscereeceeceeseces --30c tea Square Lig- Square Tapped. 
GONE: ccicnecdccenee 50% &50&10 % | ease. numvitae.. “ 8 00—12 00) $1.85 off per 100 Ibs. 
Potato and Manure.......... Nets} Challenge ........ per doz. $6 00 

DE éuccwenss . 3 75/Tinners’. —— Tapped. 
Screw. 1.85 off per 100 Ibs. 
a we Mincing, — , MOP TT TTT Te per doz. $2 25 
“(See Goods, Bright Wire.) Common, Single .. ” 60 
Common, Double.. ni 90 OILERS 
Seat Spring........ .-per Ib. 5%c Streeter, ‘-biade. _ 1 30 ——— MATS. Chase Pattern. 
reeter, 6-blade.. ee e Brass = Copper..... »-10% 
HOSE, GARDEN. aii ‘Acme Steel Plexible....+.--80%] TiBO tereeseeeereeerens 83% % 
Per ft. “ ’ 
Guaranteed 3 ply % inch..... 16 ¢| Common ....per doz. $0 75@1 50|Stove. agincess : a 
4 ply % inch.....18%4c Lander’s ... ” 5 Fear Gee 3 Bee Baadcaccccesed per gro. eo per doz. $7 00@ 9 00 
. 5 ply % inch.... 13%6C} ot BO. Bone oon oeesee “ |Machine 
Scraping. o sbestos Toasters or ‘ 
ater ici — wire-eovered Gtove Bete. COMMON cecccccces per doz. $0 85 

COTTON COV. RUBBER HOSE.| [Lander’s ...... —- (00 oe 

High Grate Aonche 1” guar. ‘ with ring........ per doz. 60 Box. OPENERS. 
press. Be ccocceccsessses c KNOBS. en See Box Chisels. 

Doors ws 

" MATTOCKS., Delmonico ........ per doz. $1 30 

' HUSKERS. eneees neon ences -per doz. $1 .s i cocupusheeeesetenuse 25%| Never Slip........ ™ 65 
ee an eal sauce: ae E FOC cccccccccvccecs - 2 00 Crat 

Pet GOEsccccccceseseee New Nets MAULS. v. & B.o per doz. $7 25-11 00 

Se, Wekxicnevn per doz. New Nets — 10 13 #16 «18 dai = 

LADDERS. Per doz...Prices on Application 
IRON, PIG Common Long. Wood Face, Ib. 12 14 OUTFI™S, COSBLING, 
y ; Per Gh. acccccccesvecese 17c@23c Per dos.. -Prices on Application/Combination ....... ’* doz. a 00 

See Metals.—First column. ’ Economy .....++++++ 50 

Ratunsten Wood Choppers’. | gg ipetiesaryapetata aioe “ “3 50 
Ber tt _ 22 to 28 Lake Superior & Oregon 
IRONS. . e Ce ceerocesercece o DE, sicibcdhashenenens 40&5% 

Curling. Step. Cream — 

: WOTTTT TTT TTT TTT per doz $4 + Common, per ft.......ssee-- MEASURES. 14-qt. without gauge, , p 

cececcesessoosese Me Commo ith l Jalv - eccoesessocecenses Gen, 88 60 
ah Deegan RE 58 = ' - bee h Shelf, aid a, ™ Galvanized, d0Z........+++++. Nets) 18-qt. without gauge, 

Princess “ 1 25 cocccc ce Shi Japanned, dOZ......cecececces Nets 

late "S 1 25 Challenge, 6 to 9 ft........ oe a a ar aie per doz. 11 00 

@1MA «+++ +e0+es OP ae We Si manansecenseceses 60¢ 20-qt., without gauge, 
Pinking ...........- “ 1 00 MILLS, COFFEE. | ‘""""*TTTTTTTt per doz. 11 75 
Plane Enterprise e 

_ LANTERNS. Parker? ....:. 10-qt., IC Tin.....per doz. $4 00 

Wood Bench...Add 10% to list/nii, Eye Police. APORRO covccccccecccececs =~ | les 5 50 

Sad. 3-in. Flash Light..per doz. $13 00 Stock 
Charcoal ..cccces per doz. $11 00 Galv’d qts. 14 16 20 

MITRE BOXES. > 9 75 
re ae ee LEADERS, CATTLE. See Boxes. Per dos. .4916 1075 1276 140 
No. 70 Asbestos oeces OO Se ae ae 5 Water. 
No. 100 RPEMGE GiGi cccgacscsesces $1 35 1 45 Galvanized “—- 10 12 14 
neg = nickel plated. ee 8 25 MOPS. Per doz.. --$5 75 6 60 7 25 
rs. Pott’s 
Cotton, Star (Cut Ends). 
No. 5 rprise, t Nets q 
oe ose Enterprise, per, set Ne LEATHER, LACE. Pounds 12° 15° 18° 24’-3 oz.|catie, 2-Hoop 
. a : i » 2 OD. ccecce per doz. Nets 
No. 50 T, “ ‘ Rawhide %”.......... 100 ft. $2 60) Perdoz. $450 565 675 900 Cable, 3-Hoop...... Nets 
P35 ” me a" - ”  cusccegees - 4 40 Cedar, 3-Hoop, brass “ Nets 
Tailors’ Goose...... -per Ib.“ MOWERS, LAWN. 
LEATHERS, PUMP Gladiator—B. B. PANS 
Ideal. , Dripping N 
: Inches ...... 16 18 20 \DFippimge .......-..-seeeeeees et 
6 Ib. Household »...... -++83 50 Pale GRE FUNG +s esccesee 10%) Sach ........° $650 725 8°00 = 

14 Ib. Tailors’ Goose........ 5 50 LIFTERS King Universal—B. B. y cercccseccsccccces Nets 
Tuyere. Stove Cover. Inches’ 7 ; : : , ; as eo ty Roasting. 

Single Duck Nest. -er doz. $5 35 Coppered ...per gro. $3 25@5 50 Paxton, 

Double Duck Nest. — teeee OO 8 00\Big Giant....... $3 50 390 4 25 inte 1 2 3 4 

DUNO weacksussneced each 2 $0 Alaska ..... 10 00 Per dos Lt be altima aati Nets 

OO a - 
Transom, NAILS. Savory, No. 200...per doz. $8 40 
JACKS. I hg 55%|Cut Steel....Prices on Application 
IIE ic cn tctwsctnwnsen 30 Cut Irom..... “ “ 7 
% PAPER. 

Wagon. LINES. —~ 1 ae ye per 100 Ibs. Ae 
Richard’s No. 1..per dos. $18 80 Chalk. mall Lots, Prices on Application foo eeeeees 0 4 Beis 
Miller ...-sse-veeeseeeee 20 00] Twisted in 20-f. hanks. Gemant Contest, Tarred Feit. at ceas 

00 Gro..... tate ee on pa a Small Lots, Prices on Application eee re Pe 
Each ........-..-$0 60 $0 80) Twisted ‘in 50- on balls. Sand and Emery. 
Standard, NOS, .cccccees Horshoe, No. 1, per ream, best grade $5 40 
i »eessenceden. ie 2 Per doz. “Prices on Application}; Ausable ..............+--55&5%| No. 1, per ream, cheaper 
an coesseconceee ae aaa in 20-ft. 1: wane an a oases eccccceveoe --15% BTASS cccccccccecesecces 4 86 
-W WB, ceces tT 6545 
Whee TAS. co cccccecdoccccccece ..40%| Per doz... Prices on Application Pe Ynnes naeecctess tut 20&5%| Wrapping. 
TM Mason’s... PT “aweeumsvesenecaed -30&@5% Express ....ssseeees 100 Ibs. Nets 





|.) eee eee ee 40% 
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PARERS, Fencing. PUNCHES, SAWS 
B SAWS. 

Apple. Black Bull ...-+-++++ All Nets Conductors. —_.. Atkins & C 
Goodell’s ........ per doz. $10 80} Farmers’ Choice ....-- All Nets|,_N0-, 22 ....+-++++-per doz. $3 00 poet - 

Machine ...........per Ib en giglcc ea ehetons Prices on applic’n 

Turntable ....... “ 11 40} Russell’s ....--++++:: ..All Nets . Disston’s - Prices on applic’n 
White Mountain... “ 8 40) 14 aN Saddlers’. Buck. 

Reading, No. 78...  “ 11 40] Fiat and Round Nose. Common....per doz. 1 50 to5 00 ae 8 ...+..Prices on applic’n 

Bernard’s ....-++++> New Prices| Revolving Spring. - menses S + +eeeeeseesss New nets 

Potato. BOGE sccctcs-ssvc0 Ow Renee Stearns, — 10...per Ges. $6 = atchers & Co, 

Goodsell’s Saratoga, 10% Paragon .New Prices « No a | ae 16 001 w.ttcc: got ++ Prices on applic’n, 

en cas cien ane wind Fi Disston’s .....Prices on applic’n 

Goodsell’s Saratoga, 5 in., rinners’, PUTTY. Circular. 

GOS. cecccece eee ee eeeeeee 50 NO Sid od ke see Net List Strictly pure..per 100 lbs. $4 25 E. C. Atkins & =. 
a. , awe ak ee RAIL Disston’s postin 5 rices on applic’n 
e rrr? x 
PICKS. Barn Door. UE aduedcuean —oeeeane 
, , PLUMBS AND LEVELS. Matchless, 1-in.............. 5c|Compass. 

Adze Eye Ore......+++++++-22%% Matchless, 1%-in............ 7c] E. C. Atkins & Co. 

Drifting and Poll Picks....224¢%|Common ....--+++sseereeeere Nets} Storm King ........ edéceda BM xx e2eRekeeses Prices on app! 

Plumbs, Railroad .........22%%|Cook’s ....-.-eee eer eereeeee 40%| Sliding Door. Disston’s .....Prices on centr “ 

WUPTNOE cccesvessnes weeeeee22%%| Davis’ Iron.......0--eeeee eee 25%| Sliding Door. —. ‘ani 

Davis’ Inclinometer.......--- 15% Bronzed . » Atkins & Co, 
PINCERS. penaroe setetanaeseety iron, a td ae Prices on applic’n 
N ; SPOK sececcceees per ft. 8c] Disston’s .....Prices on applic’n 

Carpenters’, cast steel. POINTERS, 8 E. a RAKES. Cross-Cut. 

No...... 6 10 12 |Stearns’ No. 1.....- per doz. $8 00| Garden. Per doz.| E. C. Atkins & Co. 

Each.. $0.63 .80 1.05 1.15 © NO. 2...006 “ 10 00] Steel, Bow, 12-in. Teeth...$8 50) pisston’s 1... Prices on applic’n 
Binckemitha’ ...cccccccoccsss 45% Steel, Bow, 14-inch “ ... 9 2 : - eee Prices on applic’n 
DN -casnrnaraas REGS .--40% ’ Malleable Iron, 12-in. “ ... 4 75|Dehorning. 

POKERS, STOVE. Malleable Iron, 14-in. “ 5 00| Disston’s ..... Prices on applic’n 
PINS Wr’t Steel, str’t or bent, Hay. Flooring. 

Clothes hace pula eigen sek skme per doz. $0 75} Wood, 10 Teeth........... $4 00} E. C. Atkins & Co, 
~\ecinnd _— _INickel Plated, coil hanl’s “* 1 10|Lawn, ose. yitteees Prices on applic’n 
Common.. .per box of5 gro. $0 95 20 Teeth ...... -per doz. $5 50 gpa B seeee Prices on applic’n 

ack, 

Picket. POLISH. RASPS—See Files. Disston’s ..... Prices on applic’n 
Fluter, 15-in...... per doz. $1 10| Metal. RAZORS—SAFETY. Hand and Rip. 

Fluted, 2l-in...... 1 69) Wizard, 6 -oz.. per gress $18 00/Gillette ...........- per doz. “se 00 pastinareasrs > fete 
en = ee sccckce | | | iene ee ee es 
RENT 1 90 -pt. . 20 40 o- Strop ....... co ae po Disston’s No. 7 Prices pon applic’n 

“ im. * “ 86 00 = 3d tte "de: Malan a Disston’s Nos. 8, D8, 12, 76, 
PIPE om ( oz. lots) 8 00 112, D100, d 12 » & 
. “ 1 -qt.. “ doz. 6 00|/Bver Ready ...... ‘ 8 40 and 120, 

Conductor. 5 %-gal.. “* rs 10 g0|=ver Ready (3 doz. lots) “ $00l Meavctene prices on sonte's 

; carat ‘ ! ~vengsaseéee se } net 
ae and Round Corru 1 -gal.. “18 60 RAZOR STROPS. Keyhole. poi 

29 Gauge 506 Star (Heming) ...cccccsccses 50% E. C. Atkins & Co. 

eeoccecsessecessces of ) . -e. > - oenwee 006468 Prices ona lie’ 

a Oe” pesebdashccerasnu 40% | Stove os REGISTERS Disston’s Pric oes 
: oe — Sia nae 2 - , | £ Se So ees -es On applic’ 
= gg) SEES A RRS HER ERT hn mack Bagte vaste 5 -0Z.$13 80) Cast Iron ........ceeeceecess 10% Miter Box. —— 
| ARN e ee Ree ee ee TEN sis} Rites Se See UU  aidoug cand cneuweenen 10% E. C. Atkins & Co 
Square Corrugated A and B and “ “ “ 1 -Ib.. 31 20)Steel and Semi-Steel....... oe 20%] __ ee ereeccceves Prices on applic’ 

Octagon. s a 5 -lbs Solid Brass or Bronze Metal Disston’s ..... Prices on anelide 

4 ESN ER eer 40% per case 6s PN Sal -prices on application) Panel. 

2 Rr ee han ee ae 5% SR eee MODORTE cccccccccesececcses 20% 7 ee ins & 

26 ETERS GE be Black Eagle Liquid, 6-0z. Adjustable Ceiling Ventilators 20°, &. C. Atkins & Co. 

24 « delpheieriaees "~~ Mat @Q0GME iccaceqeeees 15 60 Pld Bintad athe hela Prices on applic’n 
.: os iy - : = ‘ » Like ae te tan 8 REGISTER FACES. Disston’s No. 7 Prices on applic’n 

— i oe age ggg gh alana ta i ay 6 00 a Bronzed and Plated, wg oe c 

Metal, Charcoal Iron and Black Jack Liquid, %-pt. ae” Pigs * eats eats - 20% adel oceans ei Priew on applic’ 

Keystone C. B. Per TOSS .....ccccees 15 60 ssinteaidi dich dededaat aati 10% Disston’s ..... Prices on re 
Plain Round and Round Corru- Black Jack Paste, No. 10, REVOLVERS. Pruning. 

gated. Per BTOSS ....--seeeee 13 20/{ver Johnson Safety Automatic Disston’s ..... Prices on applic’n 

28 Gauge Ee ne ae 40% ee TreTrTro rr tre Yew Nets| Stairbuilders’. 

26 he 30% POWDER. ammeriess ecceescooese = E. ©. Atkins & Co. 
ec cecineasanenees List. I. J. Model 1900........ “ | _... Prices on applic’ 

Mebemed antes P on 

Square Corrugated A and B Pol- See Ammunition. RINGS AND RINGERS Disston’s ..... Prices on applic’n 

ygon and Octagon. Bull . Wood. 

9 r 7  < i , 
ie a gpeeoenent rss senseny ot PRESSES, FRUIT AND JELS.¥. |Copper_ .............. 2%-in. 3-in herd: prety, a applic’n 
24 eer ee List.| Enterprise Manufacturing Co. 25% Per doz. sete nes eee $2 40 $2 65) Disston’s ..... Prices on applic’n 
14 and 16-oz. Copper, all de- 5 Rea’s Improved Self- 

signs ..... List Plercing copper, SAW BUCKS—See Bucks 
SRrr er eT rey 4 PRIMERS. gear sessehsss doz. 3 40 5 _ 

> i ee a 1 50 1 80 S , = " ‘ 

Portico Elbows. a ney - SAW SETS—See Sets, 
Galvanized and Terne Steel. —_ SAW TOOLS—S 
OE re 35% sai Blair’s Rings -per doz. $ 75 ins ee Se 
SE. ooo nc cau pianen 35% PRUNERS. Blair's Ringers. . 1 00 SAW FRAM 
RENCE acaseaweses 35% , Brown's Rings. se 72 om ES. 
i es ae Disston’s Pole....per doz. $18 ¢0| Brown’s Ringers. . ‘ - 1 00 Common, plain. outed doz. $1 56 
EE in weebcdnt cme adn 259% |Water’s Improved..pe" doz. 60% a ares. -- i - 1 00} Common painted. 2 10s 
Discounts on Round apply on Seder Rin oxes 72 7 g 

- ’ Mz ria . SCALES. 
sizes 2-inch to 6-inch inclusive. PULLERS. Perfect Ringers... “ 1 oe Counter. 

Freight allowed on 15 dozen 0F| (yrix Wolverine Rings.. ” 1 65 Pelouze ..... 40&10 

more, to all points where : ™ Wolverine Ringers “ ee eer te ot 
freight rate does not exceed DOI 2ociccovevcess each, $2 10 SCISSORS. 

$1.00 per 190 Ibs. Less than| Phoenix ..........-. “ 1 40 Fruit Jar. eter : 
15 dozen F. O. B. Sues. Quick and Easy - 2 70 White re ee ee per Ib 30 Core ercecrcecceseccssscceses 60% 

Terms: 30 days net, 2% ten days. : Key. SCOOPS. 

Standard Gauge Conductor Pipe, Nail. Split, round er doz. $0 17 rain. 

d plain or corrugated. Giant ...00. ...-per doz. $14 50] Split; square iil ‘| % bu “Hercules”..per doz. 3 76 
Wat Meee 6i<<cccceesecs 35-5%| Never-Slip ...... “ 17 00| Ball, round ...... “ 10 1-bu. “Hercules”... “* 5 00 
Wanted GONE ..ccsevocrvecese 40% : ies RIVETS. SCRAPERS, 

Seen Per 100 PULLEYS. Copper Belt....Add 15% to list Box. 

Joints | Awning—Jap’d .......-..00e- 10% ae TFOM «e+e eeeerees 30,| Triangular, No. 6 per doz. $6 25 

29 Gauge, 3-inch........ ec: lll ee nee 30% | Road, 

7 ¢-inch LIE oe 18 se Clothes Lime ...0- cccccccse: rere perlb. $0 17 Cuble ft. .... 7 3 
se a $el fay Ferk. Slotted Clinch....per doz. 60@1 10 With runners, ea. "$7 00 6 0 6 20 
“ 2 ee 23 00| | : 7 Tubular. SCREEN DO i 
T-Joint Made up. Tron Wheel, 5-in..per doz. 2 50) Nos. 1 and 2 a d si eee 
, : : pete ssorted sizes, rn See aesmevieh a gross, $13 00 
CAE: wiwidnaines er 100 $60 00] Wood Wheel, 6-in , 2 65 Ek eee ....d0z. 75c} Steel « "9 5O 
: é s on T dat neo 1] ceccccececcs wa « 
Wood Wheel, 6-in., 81Zes, 

Furnace Pipe. pass knot...... 3 00 10 im DOX......eeees doz. 1 40 en SCREWS. 

Double Wall Pipe and Fit- RIVET — 

SETS. , 
BE ckcssopeichencnhaone 0%! sash. mei ion s Iron, ins, 1 1% 1 1% 

Single Wall Pipe, Round | ROPE ‘ 6 82 $7 87 9 45 16 80 

Pine Fittings «...<. 20028 0%) COMMON ....ecccccece inna Net! cotton . Wood, white maple, per doz. 6 00 
Galvanized and Black Iron Common-Sense, 2-in.........Net % 5-16 ‘in Com. an Geite Hand—Wood ....... ee eeeees 50% 
Pipe, Shoes, etc....+++++- ©| Empire Pattern, 2-in.......Net RM isin ca Ct or g5c| Hand Rail ..........0+.+--22! 

onanee Rs hg be Net| %, 5-16 in. Com. in coils, Jack ........ ide cbiewaneicac ieee 
LANES. BE ie er es ooo Net MO TR. cscéesccssecucess eee Seneiy aie sizes, gimlet 
Stanley Iron Bench.......... net Sisal, " Pointed ......000c00000045-5% 
‘ et MD: Lcokeenseawa 181%4c| Saw—Centennial 
™ . z “sedi : 
PLATES, TIN. — PUMPS No. Seeeeceesoccoosesees 17%ec — _—- tees ™ .. :. <. 
tcher out. occ e8T6 c c 90c 

See Metals in Column 1. : - Pure Manila. Wood. 

Se oo oo ist Quality, base...perlb. 28%c| F. H. Bright ...........70-20% 

PLIERS. ESET ....Nets| Hardware Grade.....perlb. 27%c/ R. H. Blued .......... 671%4-20% 

; F. H. Jap’d ..........62%4-20% 

Giant, Button’s—Nets. . RULES, F. H. Brass ........... 60-20% 

Octiins. Spray. Prices on application R. H. Brass ..........57%-20% 
Midget Junior......per doz. 3 75|Lufkin’s Hickory Board... 

Bernard’s ..... -++++New Prices} Mist Ps Lufkin’s Log EN AE TE, SCYTHES. 

DE ari kanee eenane New Prices| ~ CW MISTY coceeece 6 00| Lufkin’s Boxwood ......... “ Clipper, Grass ....per doz. $13 50 

Paragon -New Prices’ Crescent ....++++-- - 6 50 Lufkin’s Zigzag ........-. “™ Henest Dutchman.. 70 
































| uly 24, 1920. _ 


AMERICAN ARTISAN AND HARDWARE RECORD © 





SETS. 
Nail. 

Square head.....- per doz. $1 25 
Cup point, knurled 1 
a peonnnews per doz $2 10 
TinNers’ ..-cessoeeseseeere® 25% 

Saw. . 
Aiken’s Pattern...per doz. $6 . 
Disston’s Monarch : ‘ o> 
Disston’s X-Cut. ve 13 
Leach’S .--sereees Be 3 16 
Nash’s Hand.....-- nt oe 
Nash’s X-Cut....-- pe 4 38 
Stillman’s Lever.. = 1 +4 
Stillman’s X-Cut.. 25 
Whiting Pattern, — 

No. 21..--+++02: = 5 75 
Eccentric Anvil 

Hand No. 395, 

N. P. Morrill Pat- 

COFM cccccevesces 11 50 
SHARPENERS, SKATE. 
Diamond ...--+++++9. er doz. $1 60 
Perfect ..--eseeceeeeeerrrer® 1 20 
SHEARS. 

Per Doz 

vicke ‘ated, Straight, 6”..$12 90 

Nickel Plated, Straight, 6°. .$12 99 

- ” aad 16 30 

. > ttraig -* 00 
Japanne d, Straight z** ; 
” nia .. 2 

Tinners’—See Snips. 

SHEAVES, SLIDING DOOR 

Common, 

Inches.....-++:+- 3 a 5 
Per set.....++. $140 175 2 40 

Hatfield’s. - - 

Per set..$1 80 210 2 75 25 


SHELLS—See Ammunition, 


SHELLERS, CORN. 
Cnion ...ceeecceeees per doz. $6 75 
SHIELDS 
pansion Bolt Shields...... 60% 
SHOES. 
Con@uctOr .......eeee ee eeeeee 60% 
SHOT—See Ammunition. 


SHOVELS AND SPADES 


Coal. 
No. 2 Woodford. -per doz, #8 50 
Me. 216B8..ccccesess 00 
Ames’, new list..Discount, 1215 % 
Per doz. 


Neverbreak, 


hollow beck, blk, Nets 
National “ os pr 


Buckeye ” ze cs 
Mohawk ™ 

Bar Drain & Ditching 
Iwan’s Perfection.........$30 00 

Railroad, etc. , 
Black Diamond....per doz. Net 
Crescent ...+-+++++> se a 
KeystOme ...seeeeee ~é a 
POP scccereewcees* Ee vs 
Hollow Back....... ; i 
Ames’, new list, Discount 124% 

Snow. 

Galvanized, with wood han- 
dle, NO. 56......++eee8% $1 45 
Wo, BB cccccceccvceccscvece 1 55 

Alaska Steel 
D-Handle ......--- per doz. $3 50 
Long Handle...... 3 

SINKS. 

Cast Iron. E 
Painted, 16x24 ....-+-+ee+8% Net 
Enameled, White, 16x?4.... 

§&Vrought Steel. ss 
Painted, 16X24 ..cceneeceeee 

SLEDGES—See Hammers. 


SNAPS, HARNESS 


Covered Spring....---+++4 Add ? 
Judd@’s Pattern...Add 33 1-6% to list 
SNATHS. 

Double Ring, Bush. .per doz. +4 75 

Patent Loop, Bush. 00 

Patent Loop, Grass.. = % 75 
SNIPS, TINNERS’ 

Clover Leaf ....++eeeeeee> 40&10% 

National ....-.ceeeseeeees 40&10% 

GEOR. 6ov0cs0eneedssceseescess 50% 


SOLDER—See Metals. 


SPRINGS, DOOR. 


Perfect. 
Nos..... 3 
Per doz..55¢e 60c 65c 75c otc 100 
Reliance. 
Light Medium Heavy 
Per doz....$1 55 210 3 20 
Torrey’S ..+-se+5 per doz. 1 65 


| 





SPRINKLERS, LAWN. 
Beemer Te Sacvavx per doz. $9 75 
SQUARES. 

Steel and Iron....... Nets new list 


(Add. for bluing,$3.00 per doz. net)) 
Mitre 





TAPES, MEASURING, 
Bema Geis s0ceccestses List&40% 


Lufkin’s Steel ..Prices on applic’n 
Lufkin’s Metallic Prices on applic’n 
Lufkin’s Pocket ..Prices on applic’n 


THERMOMETERS. 


Serer TTT Terr rrT Tre TTT ryt o1 Tim Came@..cccs OF, doz. 80c@$ 1 25 
| Wood Back.. $2 00@ 12 00 
Rey amd Bovel......ccesccccccces nD ceocaa. 2 00 
Tey ame Mites. ....ccccccceseces 
Nets| 
DO. seasdantvoes per doz. $6.00) . 
Winterbottom’s ..........+: 10% | TIEs. 
Bale. 
SQUEEZERS, LEMON. | Single Loop, carjoad 
DOE acenndesecmenceseee T5&7% 
‘ommon Wood ..... per doz. $0 70} Single Loop, less than 
Porcelain Lined, Wood ct 1 25 Ge Ws cibtccaeees ces 70&15% 
Boss, malleable iron 1 20) 
Iron frame, porc’n Cow—See “Chains.” 
BOWE cccccuccecete ™ 1 90) 
[ron frame, glass 

BOS ccceceeeveces . 2 35] . > 
Little Giant,  tin’d TOOLS, SAW. 

STON .-sccceceseces 2 4 00) Disston’s Universal........... 40% 
Drum, japanned. " 3 6: 

Drum, nickel plated a 4 5) 

TRAPS, 

uted STAPLES. | Game with Chains. Per doz 
—~ - th. 21@2ec} Victor No. 1.......seeeees $2 01 
arbed ...-+seee- per Ib. 21 @22« Oneida Jump No. 1....... 2 75 
Butter, Tub........ ‘ 16 @19¢ Newhouse No. 1......++.+- 5 62 
Fence— Mouse and Rat Net per gross 
Polished .....- per 100 Ibs. $5 45) Out O’Sight Mouse....... $ 8 00 
Galvanized...... 6 15] Rat . 15 00 
. | 7 a re 00 00 
—e. ized +r 100 Ibs 50/ #44 Pocket Pa, oseee 80 00 

salvanized......per it s. 6 5 OE Perea 2 60 
Wrought. | Hold Fast Mouse........ 2 60 

Wrought Staples, Hasps and Victor Rat.....-.seseeeers 11 00 

Staples, Hasps, Hooks and Hold Fast Rat......+.+. 11 00 
Staples, and Hooks and Official Rat..........++++. 13 50 
IN is cin cnkneciel 50&10%| Wood Choker Mouse, 4 

a Ries 35% | HOS wees eee eeeeeeees 11 00 

STEELYARD. —— 
Discount 25%. | TROWEES. 
| Brick. 
STONES. / Gipwee Beee cccccnccncseess 30% 
Axe. |} Brade’s ...eseeccseeseees 15&5% 

Hindostan ..... per Ib. New Nets} Disston’s .....-.+-seseeeees 30% 

More Grit.... ‘ 7) DT: siskesekeviectscariacne et 

Washita ....... 7 = 
. Plasterers’. 
omery. Clown - P 

Me. 296......: por den. Mow Metal Sewee BOSE «.-- 0000000000088 
Oil—Mounted. ts er Duiti Ann chek ceaed ane Net 

Arkansas Hard 

No. 7.....-. per doz. New Nets ores 
Arkansas Soft.. ” " TRUCKS. 
Washita No. | Bag iat eta ach $3 75 
TIT weeeeeees | Warehouse or store. 
Oil—Unmounted. No. 1, CACN... eee eee eres $24 50 

Arkansas Hard..pe r Ib. New Nets NO, 2, “  seeeeeeeteeees 22 50 

Arkansas Soft. 

Lily White .... me se sini le 

Queer Creek.... “ “ TUBS, WASH. 

Washita ....... Standard, Wood, Ex. 
Scythe. ee 3 2 1 large 
Black Diamond. .per gro. New Nets Per doz $9 50 11 25 12 75 15 50 

Crescent ...... ‘a _ 

Green Mountain - Galvanized. 

LaMoille ...... ” No 1 ° 

— Quinne- - Per doz.......13 75 15 95 18 60 

mea mad’ ...... “ | 

| TWINE, 
STOPS, BENCH. Market 
No. 10 Morrill pat- - . _ Quotation 
aR IS ACER BIER Se per doz.$10 00) 3-ply Cotton Wrapping.... 
No. 11 Stearns pat- |4 _ - ae 
COTM ccccccccosecos - 8 75)4 7 Extra Wrapping 
No. 15 Smith pattern "= 6 50/4 ” “ Hvy. Wrapping 
14 “ Wrapping on tubes 
STOPPERS, FLUE. | 3 ss a cones... 
gee tegaseness set gue “3 101 inaia Hemp, %-Ib. balls, 
. ° aS tats es Me. 18 cccccccesccccscecess 
Gem, No. 1......-.. . 10}, 2-ply Jute, 1-lb. balls...... 
STOVE PIPE—See pipe. Seins. Market 
° . Bekt.cecce Ww UDeccccces ati 
STOVE BOARDS—See Boards. | S0ft-----Per, > ese 
. “ : : Hard Mi, cacaeenene “ 
STOVE POLISH—See Polish, Staging, \%-Ib. ball, size 21 * 
rv} “ “ o4 * 
STRAPS. “ oo - 37 * 
= Ro Bagging, %-lb. ball, size “ 
BEreGO  cccccscccs per doz. 85c&1 20 h 
kate en ; 3-ply, “B” in hanks...... s 
- 4- “ eg ” seeeas - 
STRETCHERS. |} gl“ “ay ete 
Cee ns per doz. $3 90 3- “ Silver Finish, in hanks 

Bxcelsior ....---:- «6 26] 

Malleable Iron....  “ 70| Fodder or Lath. 

Perfection - 6 30 BVO straRE cccccccccccces 

MIMS ccccccccccces = 4 50 
Wire. ISES 

O. S. Elwood, No. 1 per doz. Nets VISES. 

O. S. Elwood, No. 2 ” = Me. BR. Mam@eccccccccccess $5 00 

Oval Slide, 
SWIVELS. Inches 2 2% 3 3% 4% 
Each $2.40 $2.60 $3.00 $3.75 $7.75 
Malleable Iron.......perlb. $0 10) no 4, Genuine Wentworth, 
Wrought Steel ...... per gro. 4 50 Noiseless Saw...per doz. 13 50 
No. 2, Genuine Wentworth, 
TACKS. Noiseless Saw...per doz. 20 00 
> r No. 3, Genuine Wentworth 
6-o0z., 25 lb. boxes, . , . 
_— i a te no ad NTE aoe 7 Noiseless Saw...per doz. 18 00 
Upholsterers’ 6-0z. 25-1 No. 500, All Steel Folding 
boxes, per Ib......cccccees 15%4c BAW ccccccececes per doz. 13 50 








un 
Ny 


WARE. 
Glue Pots. 
SEE oseceeend Add 15% to list 
DE «<saséacuchostecte 30% 


WASH BOARDS—See Boards 


WASHERS. 
Standard O. G. cast iron, per 
a atéeeanakeneapeneoeeaenen 3%c 
Wrought steel in 5-lb. boxes, 
per Ib.: 
In 3/16 A 5/16 hy % 
18¢c léc - 15c 13c 12¢c 
4 ’ 1 
ll%e lle lic lle 
WEDGES, 
Me geciatvawathwacs per doz. Nets 
DD céctcsebisewan per lb. Nets 
Ma aseesenseseetowee per Ib. 8% 
WEANERS. 
Calf, 


Fuller’s, per doz..$2 00 to $2 50 


Tyler’s Safety, per 
ete 185 to 2 40 
Carroll's, per doz. 3 00 to 38 75 
Hoosier, per doz.. 3 50 to 4 60 
Shaw Perfected.. 3 00 to 8 75 
WEIGHTS, 
a ates eed per Ib. Nets 
Sash—f.o.b. Chicago 
Zee fete, DOF COR. .ccccce $60 00 
Smaller lots, per ton.... 63 00 


WHEEL BARROWS. 





No. 4 Tubular Steel.....@$10 25 

Common Tray or Stave 
Dt. Ditenitoneneeeven @ 5 00 

Angle leg, garden........ Ga 8 00 

WHEELS, 

IND 6 ance aweie wae 50% 

i si¢ccete dh wae he kamae en 60% 

Wes Ecccce 8 10 12 
Per Gos....<. $5 50 725 8 50 

12-in. heavy hoisting 
POP GeRiccnsessecsscves $25 00 
WIRE 

Brass, 

a OME seca cesdeacan .-Nets 
In 1-lb. spools, new list. .-Nets 

Broom—Tinned ............. Nets 

Cable—Same Price as Barbed Wire. 

Copper. 
re ae ete ha here tieeleed Nets 
1-lb. spools, new list...... Nets 

Fence—Smooth. An’eal’l Galv’d 
Nos. 6 to 9, less than 

car, per 100 lbs. $4 25 $4 95 
Hair—New List........ 40 & 10% 
Market. Market Quotations 

Bright, full bdlis...... - 
Bright, broken bdls.... 2 
Coppered, full bals.... - 
Coppered, broken bdls.. <3 
Tinned, full bdls....... > 
Tinned, broken bdls.... a 

Picture—In_ coils. .80% @80 & 10% 

In 5-lb. spools....per Ib..... 26c 
WRENCHES. 

Coes Steel Handle, 6-inch.. 30% 
“ os oe g. 30% 
“ “ ee 10- “ 30% 

” “sg i3- “* 30% 

Coes Knife-Handle, 6- “ 30% 
“ “ « — 20% 
“ “ “ 10- * 20% 
“ ” - 12- * .. 30% 

Coes All Patterns.......... 30 % 


Bemis & Call's: 


Adjustable S, 10%; Adjustable S 
Pipe, 10%; Briggs’ Pat- 
GE ci cect dddeRekene ae cael 
Combination Bright...... 10% 
Steel Handle Nut.......... 25% 
Combination Black ......25&5% 
Merrick Pattern ........25&5% 
Knife Handle Pattern. 
No. 62, Screw Wrench, List 
BIUS cocccccsercccensecce 5% 
No. 60, Steel Handle. 
WRINGERS. 
No. 790, Guarantee, per doz. $67 00 
No, 770, Bicycle. 62 50 
No. 110, Domestic. a 55 50 
No. 110, Brighton. sa 51 00 
No. 740, Bicycle. - 62 50 
No. 22, Domestic. = 55 50 
No. 22, Pioneer... - 51 00 
No. 770B, Bicycle. - 101 00 
No, 781B Guarantee - 111 00 
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ADVERTISERS’ INDEX CLASSIFIED INDEX Files — Machines—Tinsmith 
Heller Bros. Co., Newark, N. J.| Bertsch & Co., 
Cambridge City, Ind. 
—_— = Dreis & Krump Mfg. Co., 
ALPHABETICAL LIST Asbestos Sheets Flux—Aluminum Chicago, Ill. 
Jack Corporation, A. W., Roesch, Geo. E., Aurora, Il].| Hemp & Co., St. Louis, Mo. 
Ajax Bracket and Outlet Co........ 67 Lockport, New York Knoedler, Frederick J., 
oat . . a > Co. Philadelphia, Pp 
1 ek a 65 |Manny Heating Supply Co., . a. 
American Sheet & Tin Plate Co : 4 Chicago, Indiana Furnaces—Soldering Maplewood Machinery Co., 
American Steel & Wire Co........-- 68 Ashton Mfg. Co., Newark, N. J. . Chicago, II. 
Ashton Mfg. Co... ....--+--+-++50 67 Bale Ties Bernz, Otto, Newark, N. J.| Niagara Machine 6 et ei my : 
Basman Co., Itic., A. M......---+-- 65 | American Steel & Wire Co., Burgess Soldering Furnace Co., o, N. Y. 
Berger Brothers Co........-..+--+++. 69 Chicago, Ill. Columbus, Oni 
| Pittsburgh Steel Co., Clayton & Lambert Mfg. Co., Maili Lists 
SERN UND en eassinntvesncantntees wed eee “pittsburgh, Pa. een, — ; 
aOR, . 5 56's vas cecesss 66 Quick Meal Stove Co., ae St. Louie, Mo. 
- 1c 64 ' St. Louis, Mo. 
Brier Hill Steel Co........-.----- Bolts and Nuts Turner Brass Works, Metals—Perforat 
Bullard & Gormley Co.... 71 | Ryerson & Son, Joseph _T., Sycamore, IIl. Harri , a ed 
Burgess Soldering Furnace Co....... 67 Chicago, IIl. ee & King yi rohan 
= ” *g oO 
Burton Co., W.J5......-ee0:: 65 ’ a 
ee : ‘urnac ings 
oC eee 68 Bolts—Stove _ Furnace Ring 
. rs Walworth Run Foundry Co., 
Central Pattern Co..........-: ... 17 |Kirk-Latty Mfg. Co., : Cleveland, Ohio Millboard 
Central Stove & Furnace Repair Co.. 17 Cleveland, Ohio Jack Corporation, A. W., 
Clark-Smith Hardware Co.......... 65 Lockport, N. Y. 
Clayton & Lambert Mfg. Co........ 67 Brackets Handles—Boiler . 
Cleveland & Buffalo Transit Co...... 70|Ajax Bracket and Outlet Co., Berger Bros. Co., ; Mit 
Cleveland Heights, Ohio Philadelphia, Pa ow 
Cleveland Castings & Pattern Co.... 17 vo on : ‘| Friedley-Voshardt Co., 
Coes Wee Oe... « 6 2 vc ose co cceaee 69 Chicago, Il, 
Cope-Bwift Co., Inc... ......-.000 17 Brakes—Cornice Heaters—School Room 
Cortright Metal Roofing Co. . 65 | Bertsch & Co., ; wan Globe Stove & Range Co., Motorcycles 
Danville Stove & Mfg. Co.... 5 Cambridge City, Ind. Kokomo, Indiana es igs 
Dreis & Krump Mfg. Co , . Johnson’s Arms & Cycle Works, 
Dieckmann Co., Ferdinand......... 62 . es chicago m1 Peerless Foundry Co., ‘ Iver, Fitchburg, Mass. 
Dover Wood Face & Lbr. Co.. . | ae ee er” , snitenagetia, tad. 
Maplewood Machinery Co., Standard Furnace & Supply Co 
Dreis & Krump Mfg. Co............ 66 Chicago, Ill. |” ee ie 
, Omaha, Neb. Nails—Slating 
Forest City Fdy. & Mfg. Co. . 7 | Niagara Machine & Tool Works, “a Maar 
eV : ; Buffalo, N. Y Hussey & Co., C. G., 
Friedley-Voshardt Co........ 64 | “ Pittsburgh, Pa 
Globe Stove and Range Co...... 1] Heaters—Warm Air 
Hill-Neal Furnace Co.............. 10 Brass and Copper Danville Stove & Mfg. Co., : 
}{arrington & King Perforating Co... 65 | Hussey & Co., C. oe . . ; Forest City Fd Figen ~~ Penn. Nails—Wire 
ses ‘ ittsburgh, Pa.| Forest City y. & Mfg. Co., American Steel & Wire Co., 
liart & Cooley Co.........°. 2 Cleveland, Ohio Chimoe. m 
Haynes-Langenberg Mfg. Co. 6 Globe Stove & Range Co., Pittsburgh Steel Co., 
ps ere ere rr 69 Bicycles Kokomo, Indiana Pittsburgh, Pa. 
an . 61|Johnson’s Arms & Cycle Works,| Hall-Neal Furnace Co., | 
Henry Furnace & Fdy. Co.. is} iver, Fitchburg, Mass. eatianapetia, ind.) 
Seite. ..... i Haynes-Langenberg Mfg. Co, . Ornaments—Sheet Metal 
Hessler C " * — St. Louis, Missouri! Friedley-Voshardt Co., 
ES nee sna wieder wie eas 69 | Ceiling—Metal Henry Furnace & Fdy. Co., | Chicago, II}. 
Howes Co.,8.M.... 17 Burton Co., W. J., Detroit, Mich. Cleveland, Ohio| 
Hussey & Co.,C. G... 65 | Friedley-Voshardt Co., : Hess-Snyder Co., Massillon, Ohio| 
Hyfield Mfg. Co........ 68 Chicago, IIll.| wa honing Foundry Co., Patterns—Furnace 
Inland Steel Company 63 | Milwaukee Corrugating Co., Youngstown, Ohio; Central Pattern Co., Quiney, IN. 
. PAV SS eee a Milwaukee, Wis.| \; , sating S rc 
Jack Corp., A. W 17 Manny Heating Supply Co., j 
or veer prerewesis-sice sees eee ool Chicago, Indiana | 
johnson s Arms & Cycle Works, Iver. 68 Coal Chutes May-Fiebeger Furnace Co., Patterns— Machinery 
PE GIs ecdvccncenviecnwe 61 Newark, Ohio|Central Pattern C incy 
a" . Peerless Foundry Co. ; P . ciate Quincy, Il, 
Kirk-Latty Mfg. Co................ 17 indianapolis Ind. Modern Way Furnace Co., | 
Knoedler Frederick J............... 66 ; ‘ort Wayne, Ind.| 
Lamneck Co., The W. E.......... 3 Peerless Foundry Co., Patterns—Stove 
Leighton Supply Co............... 13 Cornices Indianapolis, Ind.) Central Pattern Co., Quincy, Ill. 
Lufkin RuleCo............... 79 Burton Co., W. J., | Detroit, Mich.|Rybolt Heater Co., Ashland, Ohio] “/@¥e!#"4 Castings Pattern Co., 
Mahoning F a ssts*  ““ | Friedley-Voshardt Co., — Ashland, Ohio Cleveland, Ohio 
Mahoning Foundry Co............. 4 Chicago, I1].|Schill Bros. Co., Crestline, Ohio) Cope-Swift Co., Inc. 
Manny Heating Supply Co., The.... 9|Milwaukee Corrugating Co., Schwab & Sons Co., R. J., Detroit, Mich. 
Maplewood Machinery Co.......... 66 Milwaukee, Wis. ; : Milwaukee, Wis.| Quincy Pattern Co., Quincey, Ill. 
May-Fiebeger Furnace Co.......... 8 Standard Furnace & Supply Co.. | Vedder Pattern Works. 
Meyer & Bro. Co. F............0:% ll Cut-Offs—Rain Water Tubul Heati e not — Neb. Troy, N. Y. 
ae sa : : ubular eating & Ventilatin 
Michigan Safety Furnace Pipe Co.... 12 Sullivan-Geiger Co., ; 0., Philadelphia, ba, 
Milwaukee Corrugating Co......... 72 Indianapolis, Ind.|xxth Century Heating & Venti- Pipes and Fittings—Furnace 
Modern Way Furnace Co., The..... 10 lating Co., Akron, Ohio] Henry Furnace & Fdy. Co., 
Niagara Machine & Tool Works..... 66 Dampers Victor Stove Co., Salem, Ohio Cleveland, Ohio 
Northwestern Stove Repair Co...... 17 |Howes Co., The S. M., Wise Furnace Company, __| Howes Co., S..M., Boston, Mass. 
a eer 61 Boston, Mass. Akron, Ohio] Lamneck Co., The W. E., 
x ‘olumbus, Ohio 
Peerless Foundry Co.... wRS 10 ieee . 

‘ ee ee ae 7 is Manny Heating Supply Co., 
Pirtsburgh Steel Co................ 69 " ss Raves Trough Horse Shoes Chicago, Indiana 
Quick Meal Stove Co............... 4 | Ferser Dros.  *Sniladelphia pa.|American Steel & Wire Co., Meyer & Bro. Co., F., Peoria, Ill. 
Quincy Pattern Co........ 17 , , P Chicago, Ill.| Michigan Safety Furnace Pipe 

: Burton Co., W. J., Detroit, Mich. . - “ 
Republic Electric Lamp Co......... 70 Clark-Smith Hardw c Co., Detroit, Mich 
Rock Island Mfg. Co............... ieee: Jobbers—Hardwar ey Seheriories shove Ses 
Rock Island Register Co............ 13 | Milwaukee Corrugating Co., Bullard. & nat “y C “nigga Pee : 3 = Pp sore — 
. > ilwe . ri . Us 3 0., Standard Furnace & Su - On. 
Roesch, Geo.E............ 61 Milwaukee, Wis. Chicago, II. . Gaba. Neb. 
A 61 : . Clark-Smith Hdw. Co., : Stearns Register Co., 
Rybolt Heater Co................. 9 Elbows and Shoes—Conductor Peoria, Ill. Detroit, Mich. 
Ryerson & Son, Joseph T 64 Dieckmann Co., Ferdinand, 
Safety Interlocking Stove Pipe C ga Cincinnati, Ohio 
ame ie ane stove FipeCo... I Lath—Expanded Metal Pipe and Fittings—Stove 
Sehwab , ane oa hee 7| Electric Bulbs Milwaukee Corrugating Co., Hemp & Co., St. Louis, Mo. 
o as eo rss nantes 10| Republic Electric Lamp Co., Milwaukee, Wis./ Howes Co., S. M., Boston, Mass. 
as asset — Co..... 8 Moline, I2i. Meyer & Bro. Co., F., Peoria, Ill. 
ndard Ventilator Co............ 65 Michig: Se i > 
i , I gan Safet Furnace Pipe 
Stearns Register Co............. . Elevators Machinery—Culvert 0., : Detroit, Mich. 
st. Louis Technical Institute........ 61 | Kimball Bros. Co. Bertsch & Co... ; — Safety Interlocking Stove Pipe 
. ° Cambridge City, Ind.|" @o» Mt. Pleas low: 
Sullivan-Geiger Co................. 61 Council Bluffs, Iowa ” Mt. Pleasant, Iowa 
F ‘ . Sullivan-Geiger Co., 
ay WE aeeesecctccdcenacse 64 Indianapolis, Ind. 
S| Cea 61 Enamel—Iron Machines—Crimping 
Tubular Heat & Vent.Co............ g | Black Silk Stove Polish Works, Bertsch & Co., 
Turner Brass Works............... 67 a Ni M snare oe ae ane Pipe—Conductor 
, Niagara Machine 00 iks., Berger Bros. Co., 
Tuttle & Bailey Mfg. Co......... oce Buffalo, N. Y Philadelphia, Pa. 
XXth Century Heat. & Vent.Co.... 9 Fence Gates B . 7 i 
we urton Co., W. J., Detroit, Mich. 
Vedder Pattern Works 17 American Steel & wie Co., Clark-Smith Ha c 
weer rere ree ago, , ark-Sm w. Co., 
re 8/ Pittsburgh Steel Co a oe Machines—Razor Blades Peoria, Ill. 
Viking Shear Co.................0. 66 Pittsburgh, Pa.| Hyfield Mfg. oo ~_uY Dieckmann Co., Ferdinand, ; 
Walworth Run Foundry Co........ 15 — om, SF Cincinnati, Ohio 
* Friedley-Voshardt Co., 
Wanteey Mfg. Co., pepaieg Soeesstaene 66 Fencing—Wire Chicago, III 
Watney Metal Tool Co ........... 67 Pittsburgh Steel Co., Machines—Stove Pipe Hussey & Co., C. G., 
WHS DINGO OO. onc ccc cccccccscee 6 Pittsburgh, Pa.|jHemp & Co., St. Louis, Mo. Pittsburgh, Pa. 
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Pelish—Steve, Metal, Enamel, 


Polish Co., 
Chicago, Ill. 


ron 
Nickel Plate Stove 


Posts—Steel Fence 
American Steel & Wire Co., 
Chicago, Ill. 


Punches 
Bertsch & Co., : 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 


Buffalo, N. Y. 
Whitney Metal Tool Co., 

Rockford, Ill. 
Whitney Mfg. Co., W. A., 

Rockford, IIl. 


Ranges—Combination Gas & Coal 
Danville Stove & Mfg. Co., 


Danville, Penn, 
Globe Stove & Range Co., 
Kokomo, Indiana 
Quick Meal Stove Co., 
St. Louis, Mo. 
Ranges—Electric 
Globe Stove & Range Co, 


Kokomo, Indiana 


Rasps 
Heller Bros. Co., Newark, N. J. 
Register Shields 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Registers—Warm Air 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Manny Heating Supply Co., 
Chicago, Indiana 
Rock Island Register Co., 


Rock Island, Ill. 

Standard Furnace & Supply Co., 
Omaha, Neb. 

Register Co., 

Detroit, 

Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 
Foundry Co., 
Cleveland, 


Stearns 


Mick. 


Walworth Run 


Ohio 


Repairs—Furnace 
Central Stove & Furnace Repair 
Co., Chicago, Il. 
Hessler Co., H. E.. Syracuse, N. Y. 


Northwestern Stove Repair Co., 
Chicago, Ill. 
Repairs—Stove & Furnace 


Central Stove & Furnace Repair 
Co., Chicago, Ill. 
Hessler Co., H. E., Syracuse, N. Y. 
Northwestern Stove Repair Co., 
Chicago, Il. 


Revolvers 
Johnson’s Arms & Cycle Works, 
Iver, Fitchburg, Mass. 
Rivets—Stove 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Rolls—Forming 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wks., 


Rubbish Burners | 
Hart & Cooley Co., 
New Britain, Conn 


Rules 
Lufkin Rule Co., Saginaw, Mich. 
Sash Balances 
Caldwell Mfg. Co., 
Rochester, N. Y. 
Schools — Sheet Metal Pattern 


Drafting 


Louis Technical Institute, 
St. Louis, 


St. 
Mo. 


Screens—Perforated Metal 
Harrington & King Perforating 
Co., Chicago, Ill. 


Sheets—Black and Galvanized 


American Sheet & Tin Plate Co.. 
Pittsburgh, Pa. 

Brier Hill Steel Co., 
Youngstown, Ohto 


Inland Steel Company, 
Chicago, Lllinois 
Knoedler, Frederick J 


| Rock 





Sykes Co,, The, 


Sheets—Blue Annealed 


Brier Hill Steel 


Co., 
Youngstown, Ohio 


Sheets—Planished 
Sykes Co., The, Chicago, il.| 
| 
sheets—Steel | 
Ryerson & Sons, Joseph T., 
Chicago, [.1.} 
shotguns 
fohasen’s Arms & Cycle Works,} 
ver, Fitchburg, Mass. 
| 
| 
Skylights | 
Burton Co., W. J., Detroit, 


Mich. | 


smoke Pipe 
Heating Supply 
Chicago, 


Co., 


Manny } 
Indiana 


Snips—Tinsmiths 


Philadelphia, Pa. | 
Chicago, Ill.| Lufkin Rule Co., 


Stock Waterers 


Mfg. Co., 
Rock 


Island 
Island 


Stoves and Ranges 
Danville Stove & Mfg. Co., 
Danville, 


Globe Stove & Range Co., 
Kokomo, 
Quick Meal Stove Co., 
St. Louis, 
Schill Bros. Co., Crestline, 


Stoves—Gasoline and Kerosene | 


Quick Meal Stove Co., 
St. Louis, Mo. 
Stove Pipe Reducer 
Sullivan-Geiger Co., 
Indianapolis, Ind, 
Tacks, Staples, Spikes 
American Steel & Wire Co., 
Chicago, lis 
Tapes 
Saginaw, Mich. 
Tiles and Shingles—Meical 
Burton Co., W. J., Detroit, Mich 
Cortright Metal Roofing Co., 
Philadelpnia, Pa.|2" 
Milwaukee Corrugating Co., E 
Milwaukee, Wis. 


Tin—Perforated 


| Harrington & King Perforating 


Co., Chicage 


Tinplate 


American Sheet & Tin 


Frederick J. 


Knoedler, 


Tools—Carpenters’ 


Lufkin Rule Co., Saginaw, 


Tools—Sheet Metal 
Bertsch & Co., 
| Cambridge City 
Dreis & Krump Mfg. Co., 
Chicag 


Niagara Machine & Tool Wks., | 
Buffalo, N. Y.| 


} 
| 
solder 


Ine., L. B. 


Allen Co., , 
Chicago, Ill 


Solder—Aluminum 


Roesch, Geo. E., Aurora, Ill 
Soldering Fluid 

Allen Co., L. B., Chicago, Il. 

Soldering—Furnaces 

Ashton Mfg. Co., Newark, N. J.| 


Burgess Soldering Furnace Co., — 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, ae.) 


Quick Meal Stove Co 


Buffalo, N. Y. St. Louis, Mo. | 
Turner Brass Works, 
Sycamore, II1.| 
Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 
Specialties—Hardware 
Caldwell Mfg. Co., 
Roofing—Iron and Steel , . Rochester, N. Y. 
American Shect & Tin Plate Co.,|peller Bros. Co., “Newark, N. J. 
Pittsburgh, Pa. . . ae r¥ 
F Hessler Co., H. E., Syracuse, N. Y. 
Brier Hill Steel Co., a am Cease we. YS 
Youngstown, Ohio Hyfield Mfg. Co., New York, ft . ¥. 
Burton Co., W. J., Lufkin Rule Co., Saginaw, Mich. 
Detroit, Mich. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. Statuary 
Friedley-Voshardt Co., Friedley-Voshardt Co., 
Chicago, 111. Chicago, Ill. 
Inland Steel Company, 


Chicago, Illinois 


Milwaukee Corrugating Co., 
Milwaukee, 


Chicago, 


Wis. 
Til. 





Sykes Co., The, 


Sticks—Soldering 
Allen Co., Inc., L. 





B., 
Chicago, Ill. 


Maplewood Machinery Co., 


Penn, 


Plate 
Pittsburgh, 


Philadelphia, 


o, 1 


AMERICAN ARTISAN AND HARDWARE RECORD 


» All} 


} 





Indiana| 


Mo.| 
Ohio 


ill. 


Ce... 


Mich. 


, Ind }: 


Chicago, lil. 
Niagara Machine & Tool Wks., E 
Buffalo, N. Y.|; 
Ryerson & Son, Joseph T., le 

Chicago, Lii 
Viking Shear Co., Erie, Pa.| 
Whitney Mfg. Co., W. A., | 
| Rockford, I)l.|: 
Whitney Metal Tool Co., : 


Rockford, Iil. 
Tovols—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind.} 
Dreis & Krump Mfg. Co., 
Chicago, 11] 
Howes Co., S. M., Boston, Mass. 
Knoedler, Frederick J., 
Philadelphia, Pa 
Niagara Machine & Tool Wks., 
Buffalo, N. Y.| 


Ryerson & Son, Joseph T., 


Chicago, ll 


Erie 
A 


Viking Shear Co., 
Whitney Mfg. Co., W. 


Whitney Metal Tool Co., 


Rockford, I! 
Torches 
Ashton Mfg. Co., Newark, N. J 
Bernz, Otto, Newark, N. J. 
| Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Turner Brass Works, 
Sycamore, Ill 
. 
Transit Companies 
Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Rockford, IIl. 


| 
] 
oof 
Pa 





Ventilators 
Basman Co., Inc., A. M., 
Detroit, Mich. 
Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Co., 


Chicago, Ill. 
Standard Ventilator Co., 
Lewisburg, Pa. 
Ventilators—Ceiling 
Hart & Cooley Co., 
New Britain, Conn. 
Tuttle & Bailey Mfg. Co., 
Chicago, lil 
Vises 
Rock Island Mfg. Co., 
| Rock Island, Ill. 


Water Outlets, 


Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Ajax 


Wire 
Steel & Wire Co., 
Chicago, Ill. 


Amercan 


Pittsburgh Steel Co.. 


Pittsburgh, Pa. 


Woed Faces 
Wood Face & Lbr. Co., 
Dover, Ohik 


Dover 
) 


Wrenches 


Wrench Co., 
Worcester, 


Mass. 











Charles H. Sabin 


president of the Guar- 
antee Trust Company 
of New York, the largest 
trust company in the 
world, says: 


sasnnevenensucnensennenconsnenny 


“T believe thoroughly 
in advertising as a sell- 
ing agent, not only for 
commodities but for 
ideas and services, and 
throughout my business 
career as a banker I 
have made use of it 
with profit and satisfac- 
tion. I believe that ad- 
vertising can be made 
just as useful to a bank 
as to any other institu- 
tion that has something 
to offer to the public, 
and our own experience 
in that field has well 
justified that conclu- 
sion. Moreover, ] be- 
lieve that educational 
and informative adver- 
tising can be made of 
the greatest value to the 
the public, and can fur- 
ther the interests of 
sound economics and 
sound business. Good 
will values created 
through advertising con- 
stitute decided elements 
of credit in a corpora- 
tion’s assets, and such 
values will always be 
taken into consideration 
in any judgments we 
form. 








UMM 














Hi 


“At the present time, 
I feel confident that per- 
haps more than ever in 
the history of this coun- 
try sound advertising 
and publicity can be 
made to render a great 
public service in inform- 
ing the public on the im- 
portant questions press- 
ing for decision.” 


TUTE 
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WANTS AND SALES 


For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part= 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ= 
ations will find it to their advantage 
to use these coiumns. Those who re= 
spond to these announcements please 
mention that they ‘READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 


- BUSINESS CHANCES 




















Lightning Rods—Big profits and quick 
sales to live dealers selling ‘“‘DIDDIE’S 
UNIVERSAL RODS.’’ Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. K. Diddie Company, Marsh- 
field, Wisconsin. 778-12-52t 


For Sale—A plumbing, heating and 
sheet metal business; only shop in town 
of 2,000, located in eastern Illinois, 100 
miles south of Chicago. I do all of city 
tapping and plumbing work. Will lease 
or sell building. Address J. E. Fitzwater, 
Rossville, Illincis. 2-3t 








Business Chance—By enameler, A-1 in 
all lines of industry, wishes to communi- 
cate with one who desires to build or 
rebuild enameling plant. Address B-10, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan avenue, Chicago, Illinois. 3-3t 





For Sale—Half interest in hardware 
and implement stock. Business located 
in Central Indiana. Reason for sell- 
ing because of bad _ health. Address 
B-6, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 2-3t 





Wanted—Assistant to help develop in- 
vention number 1269946; small deposit 
required as evidence of good faith; mod- 
est amount of capital desired for de- 
velopment: require assistant for each 
state and county. Address Chreston Tor- 
bin Madsen, 518 Bryant street, San Fran- 
cisco, California. 3-3t 

For Sale—All or one-half interest in 
good paying tin shop equipped for gen- 
eral sheet metal and furnace work; a 
fine chance to make a good sum of 
money on a small investment. Will pay 
you to investigate. For particulars, ad- 
dress B-9, care AMERICAN ARTISAN 
AND HARDWARE RECORD. 620 South 
Michigan avenue, Chicago, Illinois. 3-3t 








For Sale—A sheet metal and heating 
shop, with or without building. Have al- 
ways had more business than I could 
handle. Do general sheet metal work 
and steam and hot water heating and 
boiler repair work. Want $3,000.00 for 
shop and $8,000.00 for building. Present 
owner sick and must leave town im- 
mediately. Address Louis H. Verick, 
3125 Indiana Avenue, Chicago, Illinois. 





For Sale—Hardware and sheet metal 
shop. Hardware stock is small but in a 
fine condition. Shop has all new tools 
and machinery. There is more work than 
we can do the year around. It is lo- 
cated in Cedar Rapids, Iowa. Will stand 
closest investigation. Good reason for 
selling. Please address B-13, care of 


AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South, Mich- 
igan Avenue, Chicago, Illinois. 4-3t 





For Sale—Hardware business, located 
on State street, near the University; 
have been operating two stores, but 
have concluded to concentrate all ef- 
forts at one store; will reduce the 
stock to suit the purchaser and will 
rent or sell the buiiding; if interested 
will show you books to convince you 
that it is possible to buy a growing 
business without paying a bonus; this 
is a rare opportunity and should be in- 
vestigated at once. Wolff. Kubly & 


Hirsig Company, Madison, Wis. 2-3t 





AMERICAN ARTISAN AND HARDWARE RECORD 


July 24, 1920. 





BUSINESS CHANCES 








For Sale—600 pounds of Die Stee! in 
various shapes. Address J. Oscar Smith, 
Moberiy, Missouri. 4-3t 

For Sale—Patent of wire clothes pin. 
Better than any other pin. Entirely new. 
Write for particulars to H. M. Bryan, R. 
D. No. 1, Three Bridges, New Jersey. 

3-2t 
For Sale—A 22 Calibre high power 
savage rifle. Has not been shot to ex- 
ceed 200 rounds and is in excellent con- 
dition, fitted with Syman_ rear sight. 
Address Geo. E. Banker, Woodhull, Illi- 
nois. 2-3t 

For Sale—Sheet metal shop, doing a 
good business. We do $5,000 worth of 
auto radiator work a year, and is still 
growing. Investigate. Reason for selling, 
rheumatism. Address J. W. Green, Red- 











lands California. 26-5t 

tor Sale—An up to date tin-shop in a 
town of 3,500. Second largest (Re- 
fineries Oil) in state, division point. 


Natural gas. Good furnace business and 
the only shop in town; cheap rent. Com- 
plete set of tools, brake and = square 
shears. $1,200 buys all. Address H. FE. 
Fendring, Greybull, Wyoming. 1-3t 
For Sale—Hardware, furniture and un- 
dertaking business. Best growing town 
in northern Nebraska. $46,000 business 
in 1919. Can easily be increased. Splen- 
did opportunity for the right man. New 
brick building 48 by 80. Fine location. 
Do not write unless you mean business. 
Lock Box 356, Spencer, Nebraska. 2-3t 
For Sale—Hardware business, located 
in central eastern South Dakota; County 
Seat: town of 1,500 people. Located on 
two railroads; good homes and streets; 
good farming country. Reason for sell- 
ing, ill health. It will pay you to in- 
vestigae. Kindly address B-14, care 





of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 4-3t 





For Sale—Stock consisting of plumbing 
and tinners’ tools; including the latest 
lines in hardware. Invoice about $15.000. 
Done about $35.000 worth of business last 
year. Cash sale only. Reason for sell- 
ing, have other position. It will be worth 
your while to investigate. Address B-15, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 4-3t 

For Sale—Tin shop in southern Illinois, 
County Seat, 1,100 population. Business 
established nine years, plenty of work 
on hand. Will invoice at 75% of present 
prices. Good will and all work on hand 
thrown in. There is only one other shop 
in town. Answer immediately if you 
want a real bargain. Address B-12. 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 4-3t 

Business Chance-—-A_ rare opportunity 
offered to inventors or prospective manu- 
facturers. I have a two-story building 
in a village in Wisconsin which I would 
like to turn into a factory. It is located 
on two railroads and one interurban line 
and a well-sett'ed farming community. If 
article manufactured will be useful to 
farmers, a considerable amount of stock 
ean be sold here. The owner of the 
building is willing to work personally to 
get a factory started as well as finance 
the start. Helo can be secured here at 
reasonable wages. If interested. please 
write, stating what you have, to B-T, 
eare of AMERICAN ARTISAN AND 
HARDWARB RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 2-3t 


HELP WANTED 


Wanted—First class tinners and fur- 
nace men, $1.00 per hour. Steady work. 
Address The Lindas Company, Kenosha, 
Wisconsin. 2-3t 

Wanted—Good sheet metal worker and 
furnace man; steady job; married man 
preferred. John C. Distler, Mishawaka, 
Indiana. 1-4t 

Wanted—At once, A-1 combination me- 
chanice who is able to do some plumbing 
and hot air furnace work; steady job for 
right man. Address A. C. Dieth & Sons, 
Oakland, Iowa. 3-3t 

Wanted—Four sheet metal workers, 
steady work. $10.00 per day for 8 hours. 
Open shop. Write or wire. Rays Sheet 
Metal Works, corner Oak and Virginia 
Street, Wichita Falls, Texas. 2-3t 

Wanted—Tinners to work on furnaces 
and general tin work. Wages 85c an 
hour. Nine hour day. Address Wood 
Hardware Company, 115 East Milwau- 
kee Street, Janesville, Wisconsin. 2-3t 

Wanted at Once—First class’ sheet 
metal worker and furnace man. Must be 
a good all around man. $1.00 per hour 
and steady work. Union shop. Address 
Standard Sheet Metal Work, corner Wa- 
ter and Genesee Street, Waukegan, Tli- 
nois. Phone 2101. 2-3t 












































Tinners Wanted—Must be good work- 
men. Scale $1.25. Address North Shore 
Hardware Company, 618 Davis street, 
Evanston, Illinois. 3-3t 








Wanted—Clerk with some experience in 
hardware store. Would prefer one who 
can do some tin work. Steady employ- 
ment all year around to right party. Ad- 
dress H. E. Flesher, Lexington, Illin- 
nois. 2-3t 

Wanted—Two first class tinners or 2 
men with ventilating and blow pipe ex- 
perience. $1.00 per hour, union shop. 
Address Foster Metal Products Company, 
217 South 4th Street, Springfield, Ili- 


nois., 2-3t 








Wanted—Several blow pipe mechanics 
for road work; good pay; all expenses 
paid; a good opportunity for right men. 
Address Allen Engineering and Manu- 
facturing Co., P. O. Box 1411, Savannan, 
Georgia. 3-38t 

Wanted at Once—First class. tinner 
and furnace man. Or combination tinner 
and plumber. Must be a steady man. 
State wages and whether single or mar- 
ried. Address Thorpe Hardware Com- 
pany, Thorpe, Wisconsin. 2-3t 


Wanted—Plumber who can insta!] 
country water works systems, and do 
plumbing repair work on interest work- 
ing basis without investment or capital. 
This will prove a money maker to 
hustler and fair mechanic. For full in- 
formation write to J. Oscar Smith, Mo- 
berly, Mo. 3-3t 


Wanted—First-class hardware clerk in 
a city of 5,000 people, located in a very 
rich farming country in southeast South 
Dakota. Please Address reply to B-8, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 3-3t 

















Wanted — Foundrymen, tinners and 
plumbers to invest small amounts in the 
Akers National Stove and Specialty Com- 
pany, soon to build a big new plant in 
Kansas City. Responsible jobs in the fac- 
tory are to be given first to stockholders. 
Address Mr. Tracy, 710 K. C. Life Build- 
ing, Kansas City, Missouri. 2-3t 











SITUATION WANTED 





Situation Wanted—As tinner and sheet 
metal worker; can do some plumbing; 
good all around man; state wages; 
Steady position only. Address 16-13-11th 
street, Moline, Illinois. 3-3t 





Situation Wanted—By a good, reliable 
tinner and all around man with 25 years’ 
experience, both inside and outside work. 
Can run shop. Address Tinner, 10 New 
street,. Mount Clemens, Michigan. 3-3t. 





Situation Wanted—By a first-class 
tinner and furnace man who has had 20 
years’ experience; only steady position 
considered; country town preferred. Ad- 
dress H. J. Ester, Belvidere, Ill. 3-3t 





Situation Wanted—By enameler who is 
thoroughly acquainted with the enamel- 
ing business. Kindly address reply to 
3-11, care AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 3-3t 


Situation Wanted—By first class tin- 
ner and furnace man. Who has had 25 
years’ experience. Am married and pre- 
fer small place from 1,000 to 5,000 popu- 
lation. For further information address 
Tinner, 341 Toule Street, Hammond, In- 
diana 4-3t 








Position Wanted—By a first-class com- 
bination man at the plumbing, sheet 
metal and heating trade. I have had 
fifteen years’ experience. When replying 
give full particulars as to salary, hours, 
ete. Nothing but steady position will be 
considered. Address Plumber, care of 
Lakeside Hotel, Glenwood, Minnesota. 

3-3t 


Situation Wanted—By experienced 
sheet metal worker and furnace man: 
would prefer Missouri, Kansas or Okla- 
homa town from 5,000 to 10,000 popula- 
tion; good schools; no booze: wouia ac- 
cept care of tin shop in hardware store: 
must be steady job the year around. Ad- 
dress W. S. Sturdivant, 215 South Roame 
avenue, Webb City, Missouri. 3-3t 


Situation Wanted—An experienced 
salesman, calling on the hardware and 
furniture trade, in Kansas City, Missouri, 
and the state of Kansas, wants the fac- 
tory agency on commission basis, of a 
good electric washing machine. Address 
B-16, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 4-1it 


























TTTHTHULU TELAT ALTAR TTT TTT TTT 


TOPALUUAULAUUUAUUUNUUIAAAUULAULAUAAALUE HULA 


Pul 





